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“°> Home of the Greatest Illinois Company 
Land and Building Owned and Occupied 
Exclusively by the Illinois Life 


million 


von the 
ion 


1212 LAKE SHORE DRIVE 


Nineteen Twenty-Three completes the thirtieth year of this Company's successful 
operation and uninterrupted progress. To build a substantial service-giving organi- 
zation, big enough to have unquestioned strength, but small enough to maintain 
close and human relations between the Home Office, the Field and its Clients, and 
to especially merit the patronage of the citizens of its Home State, is the already 
realized goal and ambition of the 


IHinois Life Insurance Company, Chicago 


JAMES W. STEVENS, President 
GREATEST ILLINOIS COMPANY 


ay To men who are able to write good risks for good money, we offer a pleasant, at) 
profitable and permanent connection. We do not solicit sub-standard business. 
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Occupational Hazards |}: 


Quite often in your solicitation for business you will meet a pros- 


who is an exceptionally good risk with the exception that the “a 
occupation may be hazardous. Unless. you can place that policy, | sou 
your effort in making the solicitation is wasted. | oe 


The Central Life agent has a marked advantage in this respect. In | T 


the Central Life all occupational hazards are handled on an extra | oe 
annual premium basis, WHICH IS REMOVABLE WHEN IN- | ~ 
SURED DISCONTINUES HAZARDOUS OCCUPATION. _ 

lett 
This is just one of the many advantages that Central Life agents R 


enjoy. There are many others. If you are located in Illinois, Iowa, : L. 
Missouri, Minnesota, South Dakota, Nebraska, Kansas, Texas, or 
Michigan, we will be glad to give you our particulars as to agency ak 
openings in these states. ing 





The Central Life Insurance Company of Illinois lf = 
| oe 

OTTAWA, ILLINOIS | “ 

Operates in Hlinois, lowa, Minnesota, South Dakota, Michigan, | 

Texas, Kansas, Missouri and Nebraska of 
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Twenty-Seventh Year, No. 4 


LIFE COMPANIES TAKE 
UP HYDE’S CHALLENGE 





Massachusetts Offices to Sue Un- 
less He Withdraws License 
Denial Threat 


GENERAL AGENTS’ LETTER 





Men Whose Business Is _ Directly 
Affected File Formal Demand as 
Step Toward Court Action 





ST. LOUIS, MO., Nov. 20.—The 25 
Massachusetts insurance companies op- 
erating in Missouri which have been 
threatened with the loss of their licenses 
in 1924 by Superintendent Ben C. Hyde 
because of the refusal to license a Kan- 
sas City reciprocal in Massachusetts, 
have decided not to waste much time 
in ineffective dickering with the Mis- 
souri official, but when the proper time 


comes will take drastic legal steps to 
place him in the right position in re- 
gards to their rights to continue in busi- 
ness in Missouri. 

The first step taken against Superin- 
tendent Hyde for his attack on the Mas- 
sachusetts companies is a joint letter 
irom general agents of the Massachu- 
setts life companies operating in Mis- 
souri calling upon him to withdraw his 
threat to refuse to grant them a renewal 
of their Missouri licenses in 1924. The 
letter was signed by L. B. Van Da 
Linda, New England Mutual Life; John 
R. Baird, John Hancock Mutual Life; 
Phil V. Brown, Berkshire Life: George 
L. Dyer, Columbian National Life, and 
Jekn J. Kelly, State Mutual Life, 


Warning of Court Action 


This letter very firmly reminded Su- 
perintendent Hyde that he was proceed- 
ing without warrant of law and in view 
of this in conscience and morals and 
the law covering his office, he should 
immediately recall the letters sent by 
him to the insurance companies’ agents 
and sub-agents, and that if he did not 
he should prepare to defend against 
court action to compel him to do so. 
The letter is as follows: » 

The undersigned, on their own behalf, 
and that of many of the sub-agents they 
employ, respectfully protest against your 
action in notifying them and all their 
Sub-agents that when their license as 
insurance agents of their respective 
companies expires on March 1, that you 
will refuse to renew it. 

You are aware that we have, person- 
any. spent large sums of money and de- 
- . a considerable portion of our lives 
a uilding up the good name of the 
et — we represent and the business 
_ at company in Missouri. You are 
are that agents representing com- 
~ yon not incorporated under the laws 
i smachusette, licensed to do busi- 
ae n Missouri, are and will take ad- 
re to our detriment and great 
a ag loss, of the letter that you have 
vidual a You are aware that an indi- 
+ te cutting insurance would be de- 
} ‘rom accepting a policy of the 
sian y whose license is to be termin- 
ed in the near future. 
You are aware that the licenses of all 





LIFE COUNSEL MUSTER 
TO HOLD MEETING DEC. 4-5 


Insurance Attorneys Announce the 
Program for the Annual Gathering 
Called in New York 


The annual meeting of the Associa- 
tion of Life Insurance Counsel will be 
held at 42 W. Forty-fourth street, New 
York City, Dec. 4-5. The first session 
will convene at 2 p. m., Dec. 4. The 
papers slated for presentation are: 

John Izard, Connectigut General Life, 
“Extra Territorial Action by State 
Government.” 

Eugene J. McGivney, Pan-American 
Life of New Orleans, “Community 
Laws of Louisiana Affecting Life In- 
surance Contracts.” 

William H. Davis, Pacific Mutual 
Life, “Community Property Laws of 
California and Their Effect on Life In- 
surance.” 

Samuel Davis, John Hancock Mutual 
Life, “Spendthrift Trusts in Life In- 
surancce Policies.” 

H. Orr, Western Reserve Life of 
Muncie, Ind. (topic to be selected). 

The annual dinner will be held at 
the Waldorf Astoria on Dec. 5. 

John L. Wakefield is president of the 
association, Frederick L.. Allen, vice- 
president, and William J. Tully, secre- 
tary-treasurer. 





of the sub-agents of the companies 
affected by your order are secured by the 
companies. Why, then, was it necessary 
for you to disturb the efficiency of our 
organization by notifying each of the 
individuals of your purpose to refuse to 
renew their license? 

You say that you are proceeding in 
this matter under the retaliatory clause 
of the insurance laws of our state. You 
are aware that there is no discrimina- 
tion of any kind against life or accident 
insurance companies organized under 
the laws of Missouri practiced or put 
into effect in the state of Massachu- 
setts. There are no reciprocal life in- 
surance companies organized under the 
laws of Missouri and cannot be, because 
the statute authorizing the organization 
of reciprocal insurance associations ex- 
pressly excepts life insurance, conse- 
quently there can have been no action 
by the insurance department of Massa- 
setts against Missouri reciprocal life in- 
surance companies. 

Not Interested in Fire Insurance 

We are advised that the superintend- 
ent of insurance of Massachusetts has 
declined to license Missouri reciprocal 
fire insurance associations. For his ac- 
tion in this matter, we are in no wise 
responsible, nor have we any interest 
of any sort, kind or description in fire 
insurance, whether written by recipro- 
cals associations or stock fire companies, 
mutuals, etc. 

We, therefore, are convinced that you 
are acting without warrant of law in 
announcing that you propose cancelling 
our license and that of our many sub- 
agents as representatives of the under- 
signed companies. 

We are advised that both in 1921 and 
again 1923 your department attempted 
to have the retaliatory law of this state 
amended so as to give you the authority 
that your letter says you will exercise, 
we are advised that, in 1923, your de- 
partment prepared a brief, which was 
circulated among the members of the 
Missouri legislature, in which you stated 
that you were without authority to do 


(CONTINUED ON PAGE 26) 
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LOW HEADS HOME LIFE 


—_—— 


W. A. MARSHALL HAS RESIGNED 


President Retires and Is Succeeded by 
New York Attorney, Nephew 
of Former President 


NEW YORK, Nov, 21—William A. 
Marshall has resigned as president of 
the Home Life of New York, and Ethel- 
bert Ide Low, a nephew of Former 
President George E. Ide of the com- 
pany, will succeed him in that position 
Dec. 31. Mr. Marshall has served the 
Home Life for nearly 57 years in 
various capacities. He will continue 
his connection with the company as 
chairman of the board of directors. 

Mr. Low’s Career 


Mr. Low graduated at St. Paul's 
School, Concord, in 1898, at Yale Uni- 
versity in the class of 1902, and at the 
Columbia Law School in 1905, and 
since that time he has been actively 
engaged in the practice of his profes- 
sion in New York. In 1909, with 
Charles Dunéan Miller and Benjamin 
R. C. Low, he organized the law firm 
of Low, Miller & Low. All three mem- 
bers of the firm and all their male em- 
ployes served in the United States 
army during the world war. On his 
honorable discharge from the army, he 
resumed the practice of law with his 


former partners. In 1923, together 
with Ernest P. Hoes, who had been 


associated for 20 years with the late 
Frank L. Hall and who had succeeded 
to his practice, Mr. Low and his part- 
ners formed the firm of Hoes, Low & 
Miller, of which firm Mr. Low is now 
a member. 

Mr. Low is a director of the Niagara 
Fire, director and general counsel of 
the Rush Creek Land “Co. and Coal 
Run Land Co., and was a director of 
the Metropolitan Casualty until it was 
absorbed by the United States Fidelity 
& Guaranty of Baltimore. He is a 
member of the New York Bar Asso- 
ciation, New York County Lawyers As- 
sociation, New York Law _ Institute, 
New York State Bar Association, the 
Down ‘Town Association, and of the 
University, Yale and other clubs. 

He has been a director of the Home 
Life for six years, during which time 
he has been a member of important 
standing committees of the board and 
has taken a keen and active interest 
in its business affairs. Mr. Low’s great- 
uncle, Abiel Abbot Low, was one of 
the founders of the Home Life in 1860, 
and his uncle, George Edward Ide, was 
president of the company for 25 years, 
until his death in 1919. 


Will Appoint Chicago Manager 


Superintendent of Agents Frank H. 
Sykes of the Fidelity Mutual Life has 
been in Chicago, following the resigna- 
tion of W. J. Arnette as manager of the 
company in that city to take the posi- 
tion of vice-president and agency man- 
ager of the Volunteer State Life, to 
look over and arrange plans for the fu- 
ture of the office. C. O. Scholl, who was 
formerly cashier in Chicago and is now 
an assistant in the agency department at 
the home office, will take charge of the 
Chicago department for the time being 
until a successor is appointed to Mr. 
Arnette. 
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POINTS TO DECEMBER 
DRIVE FOR BUSINESS 


J. E. Bragg Speaks Before New 
York Association of Life 
Underwriters 


FUNDAMENTALS 


GIVEN 


Leads “Pep” Session in Outlining Pro- 
gram for Year-End Drive For 
Record 


The 


business between now and Dec. 31 was 


problem of getting the most 
discussed at the recent November meet- 
ing of the New York Life Underwriters 
Association by James Elton Bragg, in- 
structor at the New York University 
Life Insurance School and a successful 
personal producer as well, Mr. Bragg 


gave some very practical suggestions 
on lining up business for the remainder 
of the year. He said that it is a great 
thing to start off the new with 
money jingling in your pocket, It gives 
confidence and enables the agent to 
start off the new year with enthusiasm. 
In order to do this the agent’s problem 
is ta close as much business as possible 
within the next 30 days and to do this 
he must have as many successful inter- 
views as possible. 


year 


First Get Prospects 


thing therefore is to get 
prospects. “In order to make up a 
proper prospect list,” he said, “you 
should first compile a list of the names 
of your live prospects that you feel quite 
certain you will sell. A second divisior 
can be obtained by. going through all of 
your policyholders, weeding those that 
you know are not in a position to buy 
and take the rest of them as live pros- 
pects of the second class. In the third 
class take those who have put you off 
until next year but who expect to buy 
life insurance eventually, A fourth class 
of good prospects are acquaintances 
that you have not approached on the 
subject of insurance, The agent should 
not be ashamed to approach his ac- 
quaintances on life insurance. They 
need the protection and it is up to him 
to see that they are protected. A big 
advantage is that these people are those 
that he can talk to and be at home with. 


The first 


Strangers Always Prospects 


“If the first four classes have not pro- 
vided you with a sufficient number of 
prospects then the fifth class can be 
made up of strangers. Many of the 
students at the University have asked 
me what strangers they should pick out. 
You should take those with whose proh- 
lems you are familiar and with whose 
needs you are sympathetic. Take the 
people with whom you can be compan- 
icnable, those with whom you are at 
ease. If you have been in the shoe 
business take the men who are in that 
field, with a sympathetic understanding 
of their problems. 

“After having compiled a good pros- 
pect list in this way, the next thing to 
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do is to schedule your time so that you 
can see the greatest possible number of 
them. It is only by getting the greatest 
number of ipterviews that you will get 
the greatest number of sales. This is 
a principle which must not be forgotten. 


Talk, Not Travel, Counts 


“Remember it is not the time that you 
spend travelling but the time that you 
spend talking life insurance with pros- 
pects that count. Contrary to what a 
great many have said, it is not the shoe 
leather that you wear out that makes a 
good life insurance agent out of you. 
For this reason you should list your 
prospects territorially, perhaps by of- 
fice buildings or sections of the city and 
canvass on that basis. 

“There are just 30 working days left 
in the rest of the year, I think you 
should plan on putting in seven hours 
a day in seeing people. A_ schedule 
which will enable you to write the larg- 
est number of life insurance policies be- 
tween now and the first of the year 
might make it necessary for you to ar- 
rive at the office at 8 o'clock in the 
morning and get out on the street at 9. 
1 believe I would quit at 5 p. m. in or- 
der not to wear myself out. 


Trite but Fundamental 


“Then after dinner lay out the cards 
for the next day. This is ‘old stuff’ 
but it is always good. Without a defin- 
ite plan you cannot see the greatest 
number of prospects. 

“It is then a good idea to decide on 
just how many interviews you are go- 
ing to have every day. I believe you 
should plan to have at least four inter- 
views every week day and two on Sat- 
urday. By interviews, I do not mean 
calls. I mean four good solicitations 
during which you will give the prospect 
a chance to buy or turn down your pro- 
position. If you work on this basis you 
will obtain 104 good interviews between 
now and the end of the year. If you 
sell one out of ten of these, which you 
certainly should, you will write 13 cases. 
Make up your mind that you shouid 
write at least one or two cases every 
week, 

Perpetual Motion Valuable 


“The third important thing in getting 
the most business between now and the 
first of January is to make yourself go. 
There is no such thing as laziness. A 
life insurance agent is always doing 
something; the question is, is he doing 
the right thing? If he is sitting in the 
office when he should be canvassing it 
is because he is not interested. If you 
are that man it is up to you to push 
yourself and renew your interest in life 
insurance. Sell the idea of making 
money to yourself. Pick out some ma- 
terial things that you want badly and 
list them and then go out and get them. 
In addition to the material things list 
the spiritual things. I know an agent 
who is constantly working and when I 
asked him about it he said it was be- 
cause every time he sat at his desk in 
the office he could feel two black eyes 
looking right through him. He said 
that he knew that his wife thought that 
he was out working for her and that 
when he came home at nights he be- 
lieved he had put forth his best efforts 
to get business. This thought stayed 
with him always. 

“Sell your family on the idea that you 
are going to break all records between 
now and December 31st. Get them used 
to the idea that you are going to give 
everything that is in you. Persuade 
them to be on your side so that if you 
should not come home until 8 o’clock 
some evening they will not object. Get 
them boosting for you so that when 
you spend the evening planning your 
next day’s work instead of chatting with 
the family that they will be in favor of 
your doing so. All this will help you 
break the’ records.” 


Robert C. Newman, star producer of 
the Missouri State Life, has resigned as 
secretary of the St. Louis City Boxing 
Commission. Mr. Newman, explaining 
his resignation, ‘stated that the boxing 
game in St. Louis at present was highly 
unsatisfactory and that he felt that his 
presence on the board was not needed. 


MAY INCREASE SALES 
ADDS TO AGENT’S INTEREST 


Dividend Increases Act as Aid to Sell- 
ing, Though Influence on 
Public Is Small 


NEW YORK, Nov. 20.—A vice-pres- 
ident of one of the big New York com- 
panies was asked the other day: “What 
will be the effect of the decreased divi- 
dends, which have been announced by 
a number of companies? Will this in- 
crease the amount of life insurance that 
is written during the next year?” 

“I do not believe that it will have any 
effect whatever on the amount of busi- 
ness written,” said this executive. “The 
public has confidence in the life insur- 
ance companies and knows that partic- 
ipating companies will offer insurance 
as at low cost as possible with safety. 
They feel that they will get the divi- 
dends that are coming to them when 
they have been earned. In individual 
cases of competition, here and there, an 
agent with the new dividend schedule 
may have an advantage, but this will 
not affect the amount of business writ- 
ten as a whole and to only a small 
extent the business of individual 
agents. 

Is Spur to Agency Force 


“Of course it will have the effect of 
renewing the confidence of the agency 
force in their company and might spur 
them on to greater effort. An agent 
whose company has heretofore had a 
high net cost and who can have the ad- 
ditional confidence that he is giving 
insurance at low cost, will be a better 
salesman on that account. The public 
however will not think much about it. 
The important effect will be on the 
agency forces rather than the public 
which is not particularly interested.” 


BRANCH MANAGERS ARE NAMED 
American Service Bureau Has An- 
nounced Several Changes in 
Its Field Forces, 





The American Service Bureau, of 
which George Galloway is manager, is 
continuing its readjustment program, 
additional changes having been an- 
nounced this week. P. Bryant, for 
two years: branch manager at Cleve- 
land, has been transferred to Chicago, 
where he is acting resident branch man- 
ager. Horn, chief inspector at 
Cleveland, has been appointed acting 
resident manager there. William T. 
Bond of Atlanta has been appointed 
resident manager of New Orleans. Mr. 
Bond has been an inspector in the At- 
lanta office. Inspector H. L. Barnes of 
Chicago has been transferred to Toledo, 
O., as inspector in charge of that office. 
The American Service Bureau coa- 
tinues to report excellent increases in 
business, the October results being most 
satisfactory. The bureau did 22 per- 
cent more business in October than was 
done in September and 43 percent more 
than in October, 1922. With the bureau 
operating under the new program, it is 
expected that 1924 will show remarkable 
increases in business. 


Would Oust Part Timers 


At the recent meeting of the Rich- 
mond, Va. Life Underwriters Associa- 
tiog J. B. Lipscomb, Atlantic Life, 
made a motion that only full time life 
men in the employ of legal reserve com- 
panies be eligible to membership in the 
association hereafter. The matter was 
referred to the executive committee. 
Arthur Levy, chairman of a committee 
that is endeavoring to weed out as many 
part timers as possible from the ranks 
of the profession in Richmond, reported 
that the work was progressing ‘nicely 
and he hoped to be able to submit a 
complete report on the subject before 
very long. 





TAKING NO BROKERAGE 


PLAN IN TROPICAL COUNTRY 





Few United States Companies Are 
Writing Business in West Indies 
and Adjacent Regions 





The Pan-American Life of New Or- 
leans is not taking brokerage business 
in Cuba or the Central or South Amer- 
ican countries where it operates direct. 
There are but few United States com- 
panies writing in that section. The New 
York Life and American National of 
Galveston have quite a business. The 
Jefferson Standard of Greensboro, N. 
C., recently opened an office in San- 
Juan, Porto Rico. 

The Pan-American Life is making 
money out of its tropical and semi- 
tropical business, but it is doing so be- 
cause it is handling it on an ultra con- 
servative basis. It has adopted the plan 
of taking no brokerage business and be- 
lieves it is the safe course to follow. E. 
G. Simmons, vice-president of the Pan- 


American Life, makes the following 
comment on practices in those coun- 
tries: 


Little Difference in Policies 


“There is but little difference in the 
policies sold by the Pan-American in 
the United States and its foreign terri- 
tory. Of course, the rates and values 
are somewhat different, and in some 
sections there is some difference in the 
total and permanent disability benefits, 
etc. We do not grant the double in- 
demnity provision in South America, 
but we are granting it in Cuba and Por- 
to Rico. 

“We have separate rate books for 
use in tropical and semi-tropical terri- 
tory, but we have never made a distri- 
bution of these’ books to anyone out- 
side of our organization in the foreign 
territory, simply because we are not in- 
terested in brokerage tropical or semi- 
tropical business. Scarcely a week 
passes that we do not receive an in- 
quiry from someone in the United 
States for a tropical policy, but we be- 
lieve the interests of the company are 
best served by not attempting to handle 
foreign brokerage business.” 


Companies Are Listed 


The Department of Commerce at 
Washington gives the following Amer- 
ican life companies operating in the 
West Indies, Central and South 
America: 

Cuba—New York Life, Pan American 
Life of New Orleans. 

Argentina—New York Life. 
Bolivia—No American companies 
listed. 

Brazil—New York Life, 
Life of N. Y. (has financial 
does not write new business). 
Canal Zone, Panama—Home Life, Pan- 
American Life. 

Chile—No American companies. 
Colombia—Pan-American Life. 

Costa Rica—Pan-American Life, The 
Equitable, and North American Life of 
Canada have financial agents but do not 
write any business. 

Ecuador—No American companies. 
Guatemala—New York Life, Equitable 
Life, N. Y. (financial agent, does not 
write new business); Pan-American of 
New Orleans, Home Life. 

British Guiana—No American com- 
panies. 

Haiti—No American companies. 
British Honduras—Manufacturers 
Canada, Pan-American Life. 
Honduras—New York Life, 
American Life and Equitable of 
York. 

Nicaragua—Pan-American Life. 
Panama—Pan-American Life, Home of 
New York. 
Paraguay — No 
listed. 

Peru—No American companies listed. 
San Salvador—Pan-American Life. 
Uruguay—aA state monopoly on insur- 
ance exists. 

Venezuela—No American companies 
listed. 


Equitable 
agent but 


of 
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American companies 





HAS UNIQUE AD PLAN 
STORE URGES LIFE INSURANCE 


Macy’s of New York Runs Series Sug. 
Gesting Purchase Savings Be 
Applied Thus 


NEW YORK, Nov. 20.—In addition 
to its regular merchandise advertising, 
R. H. Macy & Co., Inc., the largest de. 
partment store in this city, has run a 
series of institutional advertisements 
advocating the purchase of life insur. 
ance with the 6 per cent saving which 
this’ store guarantees on all purchases, 

This is another significant incident 
showing the interest that business in- 
stitutions are taking in life insurance. 
The advertisements run by Macy’s are 
editorials showing the value of thrift. 


Carry Thrift Message 


One of the advertisements bearing the 
caption, “There is going to be an old 
man dependent on you!” appeared re- 
cently in New York papers. It reads: 

“He is not your father,” says the 
Equitable Life Assurance Society, “nor 
your wife’s father, nor an uncle, nor an 
elder brother, but you yourself. 

“What are you laying by for his hap- 
piness and comfort during the sunset 
days of life? 

“The time to make provision for him 
is now, when you are young and strong 
and prosperous. Later on, it may be too 
late. 

The Equitable goes on to show that 
if you are now 25 and can save only 
$8.35 a month, you will have an assured 
income of $776.40 when you are 65. But 
where can you get the $8.34 each month? 
There is one place—Macy’s—where 
these steady, consistent savings can be 
made without the slightest sacrifice; for 
Macey’s will save you at least $6 out of 
every $100 you spend for both necessi- 
ties and luxuries. Quality for quality, 
Macy prices are 6 per cent less than 
prices in any other store in New York. 


Suggests Saving Program, 


Another headed “As your son grows, 
so will the money,” reads as follows: 

“Certainly,” we said on June 18th, 
“your son is going to college.” 

In that editorial we estimated $800 2 
year as the lowest possible cost of edu- 
cation, without painful skimping, at any 
first rate college. 

And we suggested that, by saving 50 
cents a day by shopping for cash at 
Macy’s and putting the saving into 5 
percent bonds, you can build a college 
fund of $3,428.15 for your son, one year 
old. 

Along comes a leaflet from the Equ- 

table Life Assurance Company, sug 
gesting a more liberal fund of $9304 
year for tuition, board, room rent, laut- 
dry and other expenses. 
The Equitable shows how to create 4 
college fund of $5,000 by paying $288.5" 
a_year for an 18-year endowment policy. 
That meats a saving of less than a dol- 
lar a day on your whole family’s shop- 
ping expenses—and Macy’s is, of course, 
the best store in which to find that 
dollar. 


Atlantic Life’s Annual Banquet 


The Atlantic Life of Richmond, Va 
gave its annual banquet to officers an 
employes the evening of Nov. 15. UP 
ward of 100 persons were present, 
cluding local directors of the company. 
At the conclusion of special entertai 
ment features, service pins were Pre 
sented the following: Charles G. Tay 
lor, Jr., vice-president and actuary; 4° 
M. jones, secretary; H. L. McConnell, 
assistant secretary, and George * 
Shuman, assistant secretary, 15 years, 
Edmund Strudwick, Jr., vice- -president; 
T. W. Sinton. Jr., assistant actuary. am 
Miss E. A. Wray. 10 years; Miss Frat 
ces Diggs, Miss Bertye Lukhard, Miss 
Minnie Jones, Mrs. L. E. Baldwin, ae 
Aliene Herron, A. O. Smith, and B. 
Chandler, five years. 
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LIFE INSURANCE EDITION 





INSURANCE OFFICES 
ARE BEING BESIEGED 





Advertising Agencies Are Turning 
Their Guns on the Officials 
of the Companies 
——. 
MUCH PRESSURE BROUGHT 





Feeling Abroad That a Gold Mine 
Heretofore Overlooked Has Been 
Discovered and Will Yield Big 





NEW YORK, Nov. 21.—Head of- 
fices of insurance companies throughout 
the east at least, are being besieged by 
advertising agencies and advertising 
representatives with suggestions and 
programs for publicity in the general 
magazines and papers. Seemingly the 
advertising people throughout the coun- 
try have gotten the idea that the insur- 
ance companies are ready to spend hun- 
dreds of thousands of dollars for 
publicity. A few companies have insti- 
tuted a general advertising plan within 
recent months. This has caught the eye 
of the professional advertising agencies 
and a real raid is being made on insur- 
ance offices. The Prudential has been 
advertising for a number of years in the 
magazines. Recently the Provident 
Mutual Life, Insurance Company of 
North America, Aetna Life and affili- 
ated companies and Phoenix Mutual 
Life have embarked on an advertising 
plan, some more limited than others. 
This has encouraged the advertising 
agencies to feel that the time has come 
for the insurance companies to spread 
their wares before the public in an ex- 
tensive way. Programs in some in- 
stances have been suggested that in- 
volve an expenditure of money that is 
simply appalling. In fact it is stated 
that the advertising agencies feel that 
the insurance companies undoubtedly 
can be made their greatest source of 
revenue, 


Great Pressure Is Seen 


Great pressure is being brought to 
bear on head offices. Advertising agen- 
cies have put specialists at work study- 
ing the peculiar angles of insurance. 
Artists are getting out sketches. In- 
surance organizations are being ap- 
proached with the idea of interest- 
ing them in institutional advertising. 

Many officers are skeptical of the plan 
of general magazine advertising for in- 
strance, they believing that it is diffi- 
cult to dramatize the subject in a way 
that will appeal to the readers in a 
really effective way. In other words 
msurance is not a commodity. The 
best that it can do is to create a favor- 
able sentiment for itself. 


Farm Association Plan 


It is understood here that the Farm 
‘Association consisting of most of the 
companies writing farm, fire and tor- 
ado business in the west have mapped 
out a plan of advertising in the E. T. 
Meredith farm papers of Des Moines 
and possibly others. Most companies 
that are entering the general advertis- 
ing field are doing it in a rather modest 
way. They do not feel that insurance 
lends itself to extended displays and ex- 
Pensive campaigns. They realize the 
act that a lot of money is being spent 
on useless publicity in various forms. 

—— 


Should Educate Agents 


wom of the officials said today that in 
on fPinion the insurance companies 
7 nk do a lot of work within their own 
a before they start on the general 
. lic. As a matter of fact, the agents 
are the best advertisers for insurance. 
they are well informed, inspired and 
(CONTINUED ON PAGE 26) 


HOUSTON QUITS OFFICE 


POLITICS BACK OF THE MOVE 





Well Known Head of Adjusting Firm 
Resumes His Regular Work 
in Insurance Exchange 


et 


Thomas J. Houston of Chicago, IIli- 
nois insurance superintendent, resigned 
last week owing to a political fight in 
the state. Mr. Houston has served in 
the office for two years. Being an in- 
surance man himself he had a wide ac- 
quaintance among men in the business. 
He is head of the adjusting firm of 
Thomas J. Houston & Co. of Chicago. 
This office is the chief adjuster for the 
Marsh & McLennan agency and does 
additional independent work. Mr. 
Houston will give all his time to his 
adjustment company. 

George Huskinson, who has been 
with the department for many years, 
was in charge pending appointment of a 
new superintendent. 

Alex J. Johnson Appointed 


Governor Small appointed this week 
Alexander J. Johnson of Chicago, pub- 
lisher of the “Swedish Courier” of that 
city as Illinois insurance superintendent 





ALEX J. JOHNSON 
New Illinois Insurance Superintendent 


to succeed Mr. Houston. Mr. Johnson 
has been a resident of Chicago for a 
number of years, going to that city 
when he was a boy. He became con- 
nected with the “Courier” in 1888. He 
has been prominent in politics and has 
a large following, especially among the 
Swedish-American citizens. He was 
appointed on the Chicago civil service 
commission by former Mayor William 
Hale Thompson. In 1921 he was ap- 
pointed a member of the Illinois Com- 
merce Commission, which poition he 
now resigns to take the insurance port- 
folio. When he went with the “Swedish 
Courier” he bought a $400 interest in 
the paper. As its editor he wields a 
oe influence among the Swedish peo- 
pie, 

When he was a member of the city 
civil service commission he was a can- 
didate for public librarian in Chicago 
standing fourth among six candidates. 


Prominent on Committees 


Mr. Houston was active as a° mem- 
ber of the executive committee, the fire 
insurance and other prominent com-. 
mittees of the National Convention of 
Insurance Commissioners, which will 
holds its winter meeting next month. 





During the last legislative session, he 


TO INVESTIGATE FUND! 





GROSS LAXITY IS CHARGED 





New York Department Making Inquiry 
at Request of Comptroller of City 
Pension Fund 





NEW YORK, Nov. 20.—Charging 
gross laxity in the management of the 
New York City Employes Retirement 
System, Comptroller Craig, custodian of 
the $16,000,000 that has been paid into 
the fund since its organization, asked 
the state insurance department some 
months ago, to make a searching inves- 
tigation into its condition, with a view 
to determining not only its financial 
shape but of learning the weakness in 
administration, so that these may be 
remedied. The department has been at 
work upon the task and it is understood 
will be ready to make its report within 
a short time. 


Cover 30,000 Employes 


Formed in October, 1920, the fund has 
a present membership of 30,000 city em- 
ployees, made up of those not already 
enrolled in the special pension funds 
conducted by the police, firemen, teach- 
ers, street cleaning and other divisions 
of the municipal government. Since 
the inception of the system there have 
been 817 retirements under the rules, 
the average annual allowance of the 
pensioners being $480.24. Comptroller 
Craig is anxious to know whether the 
percentage charge imposed under the 
fund rules is scientifically correct, and 
will enable the payment of the pen- 
sions promised. If they are not, he 
maintains, and the taxpayers be called 
upon to make good a deficiency, it 
would add to the already heavy burden 
of the citizens. 


Charges Irregularities 


He further maintains that the law 
governing the conduct of the system 
has not been observed, and that the 
secretary has assumed to himself un- 
due powers. Following the action of 
Comptroller Craig in inviting the in- 
surance department to make a search- 
ing investigation into the fund, Com- 
missioner of Accounts Hirschfield is 
conducting an examination to learn 
just how Mr. Craig, as physical custo- 
dian of the funds, has been handling 
the money. Members of the fund are 
not in the least interested in the squab- 
ble between the two city officials, but 
they are deeply concerned in knowing 
whether the fund rests upon a secure 
financial basis, and whether its affairs 
are being administered efficiently and in 
accord with the provisions of the law. 
This information will be forthcoming 
when the insurance department makes 
public its findings. 








took an active part in promoting some 
bills that were department measures. 
His most notable work in connection 
with life insurance was his campaign 
against the twisters in Chicago. Mr. 
Houston forced the companies that were 
taking business from the twisters to 
give up the practice. There was a gen- 
eral cleansing of the stables at that time. 
In commenting on his record Mr. Hous- 
ton said, “I have stood for legitimate 
insurance at all times. TI have éndeav- 
ored to enforce the law impartially. I 
am perfectly willing to allow the record 
of my administration to stand and let 
it speak for itself.” 


Had Biggest October Total ~~ 


The central branch of the New York 
Life in Chicago, under.the management 
of J. A. Campbell, paid for $2,530,000 in 
October, the largest month in ten years. 
The next largest in the last ten-year 
period was $2,200,000 in October 1919. 
Mr. Campbell is finding business con- 
ditions satisfactory and improving and 
feels that the coming year will offer an 
opportunity to set a new high .record. 





BEST FOR{BORROWERS 
TO BE WELL INSURED 





Officials of Buffalo Banks Give 
Their Views As to Value 
of Protection 


AID IN GETTING CREDIT 


Especial Stress Laid on Necessity for 
Insurance Covering “Key Man” 
of Business 
oe 


BUFFALO, N. Y., Nov. 20.—Buffalo 
banking institutions practically without 
exception are asking for, although in 
some cases, not insisting on life insur- 
ance protecton of individuals asking for 
loans. Several bankers in discussing the 
matter stated that a man may be an ex- 
cellent commercial risk while he is alive 
but on his death the loan may be jeopar- 
dized, 

Only a few years ago the matter of 


having a loan protected by life insur- 
ance on a borrower's life was almost 
unheard of in Buffalo. In important 
loans either to individuals or corpora- 
tions at the present time practically 
every bank insists on such a policy. In 
the case of a corporation the key man, 
that is to say, the most important single 
personal factor in the organization, is 
insured. 


Important as Fire Insurance 


Kenneth MacDonald, vice-president 
lof the Manufacturers’ & Traders’ Na- 
tional Bank, says he nearly always in- 
sists on sufficient life insurance to cover 
the amount of the loan either in the 
case of an individual or a corporation. 

Mr. MacDonald seemed to consider 
this sort of protection analogous and 
nearly as important as fire insurance on 
a loan on real estate which is now in- 
sisted upon in Buffalo wherever first or 
second mortgage loans are made on 
real estate. 

H. J. Beitz, secretary of the Marine 
Trust Company, said that institution 
was highly in favor of insurance for the 
protection of loans. He said: “I re- 
gard life insurance as a desirable asset 
for anybody, particularly for those en- 
gaged in business, whether as individu- 
als, firms or corporations. It is espe- 
cially essential where the success and 
continuation of a business depend prin- 
cipally upon single individuals.” 

More Generally Required 


“It is our experience,” said J. C. Bates, 
assistant secretary of the Buffalo Trust 
company, “that today the banks are re- 
quiring borrowers to carry life insurance 
to a greater extent than they have here- 
tofore, The desirability of this protec- 
tion from the banker’s viewpoint is self- 
evicent, and we do encourage our 
customers, particularly borrowing cus- 
tomers, to carry life insurance within 
their means, 

H. B. Ernsberger, manager of credits 
for the Liberty Bank of Buffalo, says it 
has long been in favor of insurance for 
borrowers. 


Want “Key Man” Covered 


“In cases in which a corporation is 
making a loan, we often insist that the 
key man in the corporation, the man 
who is the brains of the organization, is 
insured sufficiently to cover the amount 
of loan. Quite often one man dominates 
the whole organization. In other words, 
a corporation which may be an excellent 
credit risk..with a. certain man in its 
organization.may be a poor credit risk 
without that man.” 

All of the banks seem to frown upon 
policies which are made payable to a 
widow or some specified individual, for 





the protection of credit. Mr. Erns- 
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berger stated, however, that_ policies 
written with the wife or children as 
beneficiary are ideal for the creation of 
trust funds in conserving estates, The 
menthly income policy has little or no 
value from a credit standpoint at a bank. 


Importance Illustrated 


Just how important the matter of in- 
surance is from a credit standpoint is 
illustrated by the story told by the credit 
man of a Buffalo bank. Several years 
ago this bank loaned $50,000 to a con- 
tractor in the contracting business. 
Life insurance sufficient to pro 
tect the bank was insisted upon. The 
borrower met with unforeseen financial 
reverses and went broke. He was ut- 
terly unable to make good on the loan 
4nd the only security the bank had was 
the life insurance policy. For some time 
the bank has paid the premium on the 
policy, but eventually it will get its 
money back. : 

The head of a big corporation recently 
went to a Buffalo bank to borrow $100,- 
000 for his company. While large, it 
was a company that had been conducted 
very conservatively and had done little 
borrowing in the past, In this case it 
was learned that the brains of the or- 
anization was insured for only $10,000. 

efore the loan was put through a new 
policy was written for $100,000 with the 
corporation as the beneficiary. 





ENFORCE CONNECTICUT LAW 


Commissioner Dunham Says Criminal 
Proceedings May Be Started 
Against Big Agencies 





Proceedings which may result in the 
criminal prosecution of several large 
insurance agents in Connecticut ‘for 
failure to comply with the provisions 
of the new agency law of the state are 
being started in two cases, Commis- 
sioner Dunham told the annual meeting: 
of the Connecticut Association of In- 
surance Agents at New Haven last 
week. am 

Thousands of agents are operating in 
Connecticut at the present time with- 
out licenses, Colonel Dunham said. 
Some of them are taking business from 
brokers who have no licenses with the 
insured. Bootleg licenses—those pro- 
cured to write an individual policy for 
a friend—will not be granted in the 
future, 

Colonel Dunham said there are 316 
fire, life and casualty insurance com- 
panies doing business in Connecticut 
and 15,036 agents licensed. This is the 
first time in history of the department 
that the agents have been counted. Col- 
onel Dunham finds that there are 7,481 
agents writing fire insurance, 3,767 life 
agents, 3,788 casualty agents, and about 
700 brokers, making a grand total of 
about 15,750 writers of insurance in 
the state. 

Colonel Dunham stressed the value 
of conventions, bureaus and associa- 
tions of insurance workers. They give 
an intimate touch, create a spirit of 
acquaintanceship, and set high ethical 
standards. He deplored the fact that 
most conventions talked at length and 
then some members went back home 
and plotted and schemed how they 
could evade the issue brought up at the 
convention, 





Test Furniture Company Case 


Commissioner Monk of Massachu- 
setts has requested the attorney general 
of the state to file an information in 
equity against C. E. Osgood & Co., 
prominent furniture dealers of Boston, i 
for alleged violation of the insurance 
laws. 

Last June the attorney general ruled 
that the agreement made by the Osgood 
company, whereby it remitted the un- 
paid balance on goods purchased on 
the installment plan in event of the 
death of the erred prior to the 
completion of the contract, was a con- 
tract of life insurance and unlawful. The 
Osgood company desires to have the 


Mutual Life at Des Moines, la., held an 
agency conference last week, at which 
several outside speakers were present. 
Sales talks were given by some of the 
leading producers and also by some of 
the new men. 
tendent of agents, spoke of the high 
calling of life insurance. 
talks from a banker, jeweler and a 
newspaper man, J. 
NATIONAL UNDERWRITER representing the 


assistant superintendent 
the Detroit Life. 
cessful life insurance producer and an 
able organizer. The work in the agency 
department of the 


WILL WORK NEBRASKA 


PLANS OF MOUNTAIN STATES 





Denver Company to Develop Agency 
Plant There, with Acquisition 
of Fidelity Reserve Life 





LINCOLN, NEB., Nov. 20—C. W. 
Fairchild, president of the Mountain 
States Life of Denver, and Leslie E. 
Hubbard, general counsel, have been in 
consultation with insurance bureau offi- 
cials the past week completing the deal 
by which it reinsures all of the 725 pol- 
icyholders of the Fidelity Reserve of 
North Platte. The reinsurance contract 
was approved by the Nebraska and 
Colorado departments. No new policies 
will be issued, but riders will be sent 
to policyholders in the Fidelity Reserve 
for attachment to their documents. 

The Mountain States has not been 
heretofore doing business in Nebraska, 
but it was authorized to do so before 
the reinsurance contract was entered 
into. It is a _non-par company, but 
will make the Fidelity Reserve mutual 
policies participating in a class by them- 
selves. 


Will Develop Nebraska 


“The Mountain States will put a 
good agency force at work in Ne- 
braska,” said President Fairchild. “The 
Fidelity’s business was largely confined 
to western Nebraska, which is also a 
natural. field of development for our 
company because of its nearness to 
Denver and to Colorado. We have been 
doing most of our business so far in the 
cities and towns, but the farming field 
in Colorado offers an attractive propo- 
sition this year, as the farmers in our 
home state are better off than farmers 
generally. They had big crops this 
year and are getting good prices, and 
this is bringing lots of meaty into the 


state.’ 
Business Has Declined 


The Fidelity Reserve was managed 
by A. B. Hoagland. From a manlineen 
of 1,537 policyholders in 1920, it had 
fallen to 725 at the present time. It 
had close to $5,000,000 insurance ia 
force the last of 1920, but last Decem- 
ber this. had dropped to $2,508,000. 
Over $1,000,000 had lapsed during the 
year and only $300,000 new business 
had been written. The premium income 
last year was $132,000. It had admitted 
~ of $216,574 and a reserve of $163,- 
Located in the western part of the 
State, it had only a small territory ia 
whitch it could profitably operate. Fi- 
nancial conditions in that section for 
the last two years have been such that 
the company has been unable to keep 
enough insurance on its books to justify 
its existence. The Mountain States, on 
the other hand, is located in Denver, in 
prosperous territory and so situated thut 
it can handle western Nebraska business 
with ease and small cost. 


Des Moines Agents in Conference 
Albert P. Hohmann, manager of the 


M. C. Joplin, superin- 
There were 
M. Dempsey of THE 
atter. 


Webb Gets New Post 


Cecil W. Webb has been appointed 
of agents by 
Mr. Webb is a suc- 


Detroit Life has 
own to such an extent that it was 
ound necessary to appoint an assistant 





supreme court review the question. t 


VOTE ON GROUP PLAN 


BIG LINE IS TO BE PLACED 





Cigarmakers Union, With 30,000 Mem- 
bers Will Decide on Policy by 
Dec. 15. 





Members of the Cigarmakers Inter- 
national Union are voting on_a new 
form of group insurance to affect the 
30,000 members of the union throughout 
the country. The plan was adopted at 
the annual meeting and the locals are 
now voting on it, the vote to be com- 
pleted Dec. 15. No connection has been 
made as yet, the vote being as to the 
adoption of the group plan, the com- 
pany to be selected after Dec. 15, if the 
plan is accepted. : 

The new group plan provides death 
and sickness benefits and also loans to 
enable a man to travel to new jobs 
when out of work. It is compulsory to 
the extent of $100 death benefit at the 
basic rate of 40 cents a week dues, 
which includes all the activities of the 
union, while for each additional $100 of 
insurance 5 cents a week is added. 

The rate to be paid by the union to 
the insurance company under the new 
group plan will vary accordingly as the 
age average of the union varies. Mem- 
bers of more than 70 years of age are 
not included in the new plan, but are to 
be taken care of by the union separately. 

Under the present plan of the union 
each member is required to take out 
$500 insurance, entailing delay in 
payment of benefits according to mem- 
bers of the union, The union also pays 
$7 a week sick benefit and loans of not 
more than $20 are made to members 
going to take new jobs. _ The interna- 
tional also pays total disability com- 
pensation and compensation to insane 
members. Other unions considering 
new group insurance plans this year 
are the commercial telegraphers and 
the international molders union. 
Unions as a rule look upon group in- 
surance provided by employers with 
disfavor, as they feel that such insurance 
is part of an effort to supplant labor 


unions. 
—_— tt 


CANADIAN OFFICERS’ MEETING 





D. E. Kilgour of Toronto Elected Presi- 
dent at Annual Meeting Held Last 
Week in Montreal 





The Canadian Life Officers Associa- 
tion held their annual meeting in To- 
ronto Nov. 16, under the chairmanship 
of A. B. Wood of Montreal. ' 
Considerable time was taken in a dis- 
cussion of the new model life insurance 
act to be introduced in the Provincial 
legislatures during the coming sessions. 
D. Falconbridge, K. C., through 
whose hands passed all details concern- 
ing this, outlined this piece of legislation 
to the association. A ms 

It was decided to continue the institu- 
tional advertising campaign during the 
year 1924, 

The following officers were elected for 
the ensuing year: President, D. E. Kil- 
gour, Toronto; first vice-president, E. E. 
Reid, London; second vice-president, 
Charles Ruby, Waterloo; honorary sec- 
retary-treasurer, T. A. Dark, Toronto; 
auditors, H. R. Stephenson, Toronto; ad 
S. Macdonald, Toronto; executive com- 
mittee, E. J. MacIver, Newark, N. J.; 
R. A. Mannings, Montreal; T. G. Mc- 
Conkey, Toronto; C. C. Ferguson, Win- 
nipeg; A. B. Wood, Montreal. 





Retain Fairbanks Name 


The Indianapolis Life is retaining the 
name of “Fairbanks” for its new home 
office building at the corner of Merid- 
ian and Thirtieth streets, Indianapolis, 
in honor of former Vice-president 
Charles W. Fairbanks, who built the 


INTERESTING CASE UP 


IMPORTANT DECISION MADE 





United States Circuit Court Passes on 
Point Where a Policy Was Rein- 
stated by Northwestern. 





The United States circuit court of 
appeals of the fifth circuit decided a 
few days ago the case of the North- 
western Mutual Life vs. Pickering 
(1695). It involved a case of alleged 
fraud and also a reinstated policy. The 
Court Decisions Reporting Corporation 
gives the following synopsis of the case: 

This was an action by the administra. 
tor of the estate of one Harris, deceased, 
on a policy of life insurance. The pol- 
icy contained a clause reading as fol- 
lows: 

“This policy shall be incontestable 
after one year from its date of issue 
except for a nonpayment of premium. 
* * * This policy may be reinstated 
at any time within three years succeed- 
ing default in premium payment, but 
not later than five years from its date, 
upon evidence satisfactory to the com- 
pany of the insurability of the insured, 
and payment of the premium arrears 
with interest at the rate of 5 percent 
per annum.” 

The policy was issued to Harris on 
July 2, 1920. The second year’s pre- 
mium was not paid and the policy 
lapsed pursuant to the terms of the 
same. On Sept. 19, 1921, Harris applied 
for reinstatement and the insurance 
company reinstated the policy. On Dec. 
7, 1921, Harris froze to death as a result 
of a drunken spree. 


Question of Fraud Raised 


_ Harris had stated, in answer to ques- 
tions in his application for the original 
policy and for its reinstatement, that he 
occasionally took a social drink, at most 
three or four drinks a year, that he did 
not use intoxicating liquors habitually, 
that he had not used them to the extent 
of intoxication during the preceding 10 
years, and that he had never taken 
treatment for alcoholic habits. 

The insurance company, upon ascer- 
taining the cause of Harris’ death, 
elected to rescind said insurance con- 
tract and repudiated its liability on the 
policy. This was done by letter from 
the insurance company’s attorney to 
Harris’ administrator. In July, 1922, 
Harris’ administrator brought suit on 
the policy. The insurance company re- 
sisted payment thereon, but did not set 
up the defense of fraud on Harris’ part 
in procuring the policy by misrepresen- 
tation until more than one year after 
the date of the reinstatement of the 
policy. 

Decision Is 
Held, that Harris’ administrator could 
recover on the policy. In order to en- 
able it to take advantage of the clause 
quoted, the insurance company should 
have contested the policy by some court 
proceeding, either in the nature of an 
affirmative action, or of a defense to 
the action brought by Harris’ adminis- 
trator, within one year from the date 
of the reinstatement of the policy. The 
fact that during a portion of the time 
there was no one who could be made 
an adverse party in such a court pro 
ceeding did not operate to extend the 
Insurance company’s time to contest 
the policy. The court said: 
“A contest so provided for imports 
litigation, the invoking of judicial action 
to cancel or prevent the enforcement 
of the policy, either by a suit to that 
end or by a defense to an action on the 
policy. A mere denial or repudiation 
by the insurer of its liability under the 
policy, accompanied by a tender of the 
premium paid, is not a contest within 
the meaning of the provision.” 


Given 


Dr. T. H. Russell, medical director ¢ 
the Eauitable Life of New York, spe? 
several days in Richmoftid last week 
the guest of E. Mulford Crutchfield, s¢™ 








© Superintendents of Agents Neuber. 
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GOOD MEETING HELD 


J. M. HOLCOMBE SCORES HIT 





Life Insurance Sales Research Bureau 
Completes Second Successful 
Meeting 





The meeting of the Life Insurance 
Sales Research Bureau in Chicago last 
week, following the meeting of the Life 
Agency Officers Association, was par- 
ticularly interesting and instructive. No 
prepared papers were on the program. 
From start to finish it was general dis- 
cussion meeting and executives from all 
companies entered into the proceedings 
heartily. The bureau now has 70 mem- 
bers and practically all of the member 
companies were represented at the meet- 
ing. Undoubtedly the outstanding 
point in the meeting was the talk de- 
livered by John M. Holcombe, Jr., man- 
ager of the bureau, at the afternoon ses- 
sion. His talk was a sales talk to the 
members describing the recently com- 
piled “Managers’ Manual.” It was after 
this talk that R. W. Stevens of the IIli- 
nois Life urged that Mr. Holcombe’s 
remarks be printed and sent to every 
member company. One by one, the 
various Company representatives got up 
and paid high tribute to the Managers 
Manual and ordered quantities of the 
book to be delivered to their general 
agents and managers. 


Committeemen Reelected 


The nominating committee, consist- 
ing of Franklin C. Morss of the Provi- 
dent Mutual, K. A. Luther, Aetna Life, 
and George A. Boissard, National Guar- 
dian Life, brought in its report on nomi- 
nations and urged the reelection of 
Charles G. Taylor, Jr., of the Atlantic 
Life, Philip Burnet of the Continental 
Life of Delaware and Oliver Thurman 
of the Mutual Benefit Life, whose ex- 
ecutive committee memberships expired 
with this meeting. These three were 
unanimously elected to another term 
and were generously thanked by the 
members for the efficient way in which 
they had handled the bureau’s activities 
during the past year. 

Quite a little time was taken up by a 
discussion of the personal history rec- 
ord of agents, in which it was brought 
out that definite relations exist between 
the amount of insurance written and 
other factors, such as education, terri- 
tory, experience, age and marital con- 
dition. The figures upon which this re- 
port was based were procured from a 
number of the companies and the report 
concludes that these relations can be 
measured accurately and stated mathe- 
matically. It was stated that although 
this report can not be regarded as con- 
clusive, nevertheless it points out 
clearly that in time the companies will 
be able to select their agents with the 
same scientific accuracy as the risks are 
now selected. 


Plan Report on Agency Conventions 


Charles Hommeyer of the Union Cen- 
tral, vice-chairman of the executive com- 
mittee of the bureau, presided at the 
alternoon session. It was announced 
that the bureau will shortly issue an- 
other comprehensive report on agency 
Conventions and meetings in which re- 
Port factors such as who is eligible to 
attend the meetings, who pays, where 
they are held, who are the speakers and 
what are the subjects discussed will be 
thoroughly analyzed. 

R. W. Stevens of the Illinois Life, in 
Some very well directed remarks, called 
the attention of the members to var- 
lous reports that had been issued and 
Stated that he would like to see reports 
issued on subjects as “Cost Per Call” 
and “The Supply Department.” He 
Maintained that this latter subject is 
one where considerable money can be 
saved to the companies. 

John M. Holcombe then described 
the “Managers’ Manual.” Preceding 








Splendid Agency 
Opportunities 
Now Open 


Eugene, Oregon 
Battle Creek, Mich. 
Fremont, Neb. 
Mason City, lowa 
Elkhorn, Wisconsin 
Johnson City, Tenn. 
Wilmington, N. C. 
Butler, Pa. 
Madison, Wisconsin 
Ponca City, Okla. 
Pueblo, Colorado 
Elkins, W. Va. 
New Brunswick, N. J. 
Galesburg, Ill. 
Dayton, Ohio 
Amarillo, Texas 
Santa Barbara, Cal. 
Bellingham, Wash. 
Tucson, Arizona 
Evansville, Indiana 
Wichita, Kansas 
Sioux Falls, S. D. 
St. Louis, Mo. 
Albuquerque, New Mexico 





We Can’t Afford It 


The Lincoln National Life cannot 
afford to have an agent who is not mak- 
ing good. He is costly to the Company 
and to himself. 


As a matter of efficient sales manage- 
ment, therefore, the Lincoln National 
Life sees to it that its salesmen succeed. 
It is willing to pay a definite price in 
systematic effort and collaboration to 
aid their advancement. 


The process starts with the selecting 
of men who have the spark of success 
in them. Their natural ambitions are 
fanned into the flame of achievement 
by helpful methods which equip them 
to do business effectively and which 
constantly back them up in the carry- 
ing on of their field work. 


Because of its sales principle that 
every Lincoln National Life represen- 
tative must succeed, it pays to 
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LINK UP(() wits THE ()LINCOLN) 





The 


Lincoln National Life 
Insurance Company 


**Its Name Indicates Its Character’’ 


Lincoln Life Building 
Now More Than $285,000,000 in Force 


Fort Wayne, Ind. 
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Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


- MAGINNIS, President J. N. WARFIELD, 


Aq ., Secretary-Treas 
}: BARRY MAHOOL, Vice-President Dr. J. H. IGLE T, Medical Director 


his description of the manual, Mr. Hol- 
combe said’ that the manual states just 
what the job of the general agent or 
manager is. He said that the bureau 
has now reached the point where it can 
go to general agency meetings and tell 
about the general agent’s job and how 
he can work his agency in the most effi- 
cient way. 


Morss Tells of His Meeting 
Mr. Morss of the Provident Mutual, 





who had recently held a general agents’ 





CALIFORNIA STATE LIFE 


. Insurance Company 
SACRAMENTO, CALIFORNIA 
Insurance in force over $48,000,000 


Assets in Excess of $5,900,000 
Capital and Surplus over $767,000 


Splendid opportunities for reliable, experienced 
Salesmen bearing proper credentials. 


Write J. R. KRUSE, Vice-President and General Manager. 





meeting, told of how Mr. Holcombe 
had gone to that meeting and talked te 
the general agents on the business of 
being a general agent. He told them 
directly from the experience gathered 
from other general agents just how the 
successful general agents operate. He 
told them how the job should be han- 
dled. In other words, the new manual 
is a practical exposition gathered from 
the experience of successful general 
agents on how to get the most efficiency 
in the management of a general agency. 

In resuming his talk, Mr. Holcombe 
said: “We are here now to review what 
has been done in the past. We now 
have an organization. It has really 











A text book for beginners, a review book for experienced men, 
have—Jacob A. Jackson’s ‘Easy Lessons in Life Insurance.’’ 
National Underwriter, 1362 Insurance Exchange, Chicago. 


&@ book that every life insurance man should 
$1.50. including Quiz Book supplement. The 





grown without any definite plan. We 
have the machinery set up. What are 
we going to do with it? What about 
the future?” He urged the members to 
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Carl G. Winter 
Presid: 


large degree. 


With one exception. 


pany. 


pany. We march right along with 
the way—boosting, encouraging, 


progress with us, drop a line to 


W. SCOTT DEMING 


Public Savings Building 





The Reward of Effort 


OUR future is wrapped up within yourself. What 

) a man makes of himself in life insurance work, and 
the character of service which he renders to his 
community, is subject to his own will and desire to a 


And that is the kind of assistance given him by his com- 


We look upon our representatives as partners. So far 
as the everyday world is concerned they are 


methods, taking the place of a real friend. That is 
responsible for our growth during this 14 years. 


If you would like to learn more about the manner in 
which we are progressing and the opportunities for 












Second Vice President and Agency Manager 


Public Savings Insurance Co. 


Charles W. Folz 
Secretary 
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PROTECTION FROM AGE 1 DAY TO 65 YEARS 












































give him suggestions of all kinds. He 
wanted suggestions from every com. 
pany. He stated that the bureau is 3 
trade association and that it should be 
treated as such by every one of the 
members. 


How Manual Was Compiled 





































In describing the Managers’ Manual 
Mr. Holcombe told how it had been 
compiled. He said that comprehensive 
questionnaires had been sent out to gen- 
eral agents on what they did and how 
they did it. He stated that the general 
agent’s job is to build up an agency, not 
to have a large personal production. | 








is the general agent’s duty to increase Does 3 
his agency in size. Plea 
He drew a striking comparison when 
he said that in all probability the cap. 
tain or major in the army is probably 
the best shot in the army. Neverthe. NEW 
less he does not get out on the firing nd Sto 
line and shoot. He could probably kill  aetones 
more of the enemy than any one of his nsuram 
men. His job is to manage. The same fork, ¢ 
is true of the general agent. He can bovernit 
probably write more business than any ng aga 
one of his agents. Nevertheless it is Mins | 
his job to manage his agents, to build Binses { 
up a large and successful agency. He ust be 
stated that as soon as the material could Bion js | 
be compiled and interpreted more sec- BR, spirit. 
tions to the Managers’ Manual would be ices, 





produced. He stated that the bureau Miss, hi: 
has met a definite need, it has solved Mipther re 
the problem for many companies. uch pri 
Wells Gives His Views ease. 
Graham C. Wells, president of the f 2 
National Association of Life Under. The si 
writers, was called upon as an agency fimas beer 
man to give his views on the Managers fijgatherin, 
Manual. He stated that the manual Meels th 
has covered points that the general Mprovided 
agent or manager is really interested in. ideratio 
He suggests that it be a very good ouwt- a gp 
line for a managers’ meeting. — - . | 
Following the formal reelection of the ell a 
three members of the executive commtt- ~~ 
tee, the meeting was adjourned with a y 4 
rousing and enthusiastic vote of thanks sles 3 
to the executive committee for their Lisher 7 
faithful and efficient work. a 
Miss Bills’ Good Talk wie 
: a 

Considerable interest_ was centered hunketing 
about the talk given by Dr. M. A. Bills, ther th 
a young woman, who in the capacity 0! Bgent {, 
home office consultant, acts in conjunc: Bitredited 










































































































tion, with the Sales Research Bureau ® Bijor  giy 
making surveys of various home office rip to Y 
conditions. Miss Bills has recently Bar point 
completed surveys in the offices of the Biter of th 
National of Vermont and the Union Bits other 
Central of Cincinnati and both Mr. Bolicyhok 
Brigham of the National and Mr. Hon- tation lay 
meyer of the Union Central were warm Bf New 
in their praises for the efficient way ™ Biyears agc 
which she handled her investigatio®. Bimous Ar; 
In giving her talk, Dr. Bills outlined the Bitee, and | 
results of some of her surveys. For i eckless y 
stance, she pointed out that in one com Bip! new b 
pany she found that one clerk is use¢ ler press 
to take care of 300 policies in force BP constay 
while in another office, one clerk is used BPollowing 
to take care of 1,000 policies in force. onstitute 
She said that the largest company for Hpfices, ¢} 
which she has made a survey had one MPaleful ef 
clerk to 565 policies in force. The re 
sults of her investigation led her to sa) That ti 
that the least efficient companies at $ ampl r 
not the smallest and the most efficient BH”. o b 
are not the largest. She said that the cmeaeie 
use of one clerk to 700 policies in forct Bi. —s 
represented about 75 percent efficiency: artment ¢ 
In commenting on her conclusions 0 Bg... mene 
another series of figures she showe ulty “wha 
that the average was one clerk to 5 Bij... |: rik 
olicies. » Miler the ex 
‘ Dr. Bills had also made a study the ex 
the various home office processes of = 
lecting premiums. She said that — Gri 
least efficient company had one eal Since ti 
per 1,666 notices a year while the 0° Boi... ade 
efficient showed one clerk to 6,600, ™ Bless it 1... 
average being 5,000. ional roon 
SNE f the Hy 
Agency Directors to Meet ion has be 
The New York Life will hold the @ the Kraft | 
nual conference of all inspectors ts quarter. 
agencies and agency directors at 4 bf the first 
gusta, Ga., the week of Jan. 8-12. + Mg, this } 
convention headcuarters will be in t oted excly 





Bonair-Vanderbilt at Augusta. 
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STODDARD TO QUESTION 
COMPANY CONVENTIONS 








ill Check Expense Item Before 
Granting License 
Renewal 





PPROVES SUCH MEETINGS 


Does Not Favor “Junketing Trips” for 
Pleasure Only at Policyholders’ 
Expense 





NEW YORK, Nov. 20.—Superintend- 
nd Stoddard of the state insurance de- 
partment recently addressed the life 
nsurance companies operating in New 
York, calling their attention to the law 
poverning expense limitation and warn- 
ng against any violation of its provi- 
ions. Before issuing renewal of licen- 
nses for the new year Col. Stoddard 
ust be assured that the statute in ques- 
ion is being observed both in letter and 
n spirit. It has been reported that some 
pfices, in their eagerness to get busi- 
ess, have been granting bonuses or 
other reward for special production, and 
uch practice, if it be indulged in, must 
ease. 




















































Does Not Oppose Meetings 


The superintendent is not opposed, as 
as been rumored, to the idea of agency 
vatherings by individual companies. He 
eels that meetings of this character, 
provided they be confined to the con- 
sideration of problems germane to the 
business, are most helpful. They not 
pnly educate the field men as to the 
eal purpose of the policies they have to 
ell, and thereby render a positive serv- 
ce to their offices and to the public, 
but they arouse enthusiasm for their 
alling and elevate it constantly to a 
higher plane. 

Objects to Useless Expenses 


What he does object to is useless 
unketing trips, where no proper result 
pther than the entertainment of the 
gent follows. Certain companies are 
redited with having offered as a bonus 
or a given amount of new business a 
nip to Yellowstone Park, or some simi- 
ar point of scenic interest, and a prof- 
er of this nature cannot be construed 
PS other than a bonus, and a waste of 
olicyholders’ funds. The expense lim- 
tation laws now upon the statute books 
bi New York were enacted some 15 
ears ago at the suggestion of the fa- 
mous Armstrong investigating commit- 
te, and were designed to prohibit the 
eckless waste of money in the getting 
DI new business. Business written un- 
ler pressure rarely persisted and was 
A constant drain upon the companies 
ollowing the practice. Happily, these 
onstituted a small percentage of the 
mces, though all suffered from the 
baleful effects of the plan. 

Margin Is Ample 


That the margin allowed by the law 
Sample to cover all legitimate costs is 
est attested by the fact that. several 
ompanies have been forced to get spe- 
ae! authority from the insurance de- 

ment to exceed their business quotas 
fom year to year, experiencing no diffi- 
ulty whatever in getting a desirable 
48s of risks and in liberal volume un- 
tr the expense limitation statute. 


Great Western Expands 


ae the Great Western of Des 
Ones added life insurance to its busi- 
“tes > has been forced to provide addi- 
— room. It occupies an entire floor 
3 i. Hubbell building and in addi- 
~ _ been using a suite of rooms in 
~ raft building, but it has outgrown 
+ — and has now taken most 
ng — floor of the Hubbell build- 
aed is_ latter acquisition being de- 

ed exclusively to its life department. 
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This is one of a series of messages appearing cack week. 
Watch for the one to appear next week. 


Founded on 
Right Principle 


The basic principle underlying the 
Grizzard System is the same high basic 
principle underlying all old line legal re- 
serve life insurance—that is, that the inter- 
ests of the policy holder are primary; all 
other interests are secondary. 


Only through the greater service given 
to the policy holder do Grizzard agents or 
the Grizzard organization expect or de- 
serve reward. 


Our expert counsel is alike at the dis- 
posal of every policy holder and every 
agent, giving help wherever help is needed 
in carrying out the best interests of the 
policy holder. 


Ask for a free copy of Radio 
Address on ‘‘Life Insur- 
ance,”’’ by James A. Grizzard 


ronounced Griz~ard’ 


SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 


Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St.. COLUMBUS 
MICHIGAN, Incorporated Metropolitan Bidg., AKRON 
1st Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 





GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bidg. 
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The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 
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Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 


























CAAFPFAPPLAPAFFALALSAFFAFFFSLAFLALFFAFLFFAFAALAALIAAAEAALAGSAALALAAASAALASLAALALALAAAASALASLALAFALAAGAALAAAGDAS 





PLAN IS WORKING WELL 





NO DISAPPROVAL EXPRESSED 





Philadelphians Appear to be Progress- 
ing Under Advisory Boards and 
Find No Dissatisfaction 





PHILADELPHIA, PA., Nov. 19.— 
Officials of fire, casualty and life insur- 
ance companies in Philadelphia are puz- 
zled over reports that some officials of 
companies in other sections of the coun- 
try are looking askance at the insurance 
advisory board system which former 
Commissioner Donaldon introduced in 
Pennsylvania to pass on applications for 
underwriters’ licenses. 

A careful canvass of company officials 
here failed to reveal any material ob- 
jection to the system. The only dif- 
ference of opinion along that line which 
was found was the degree of commenda- 
tion, most of which was enthusiastic, 
some being conservative. 

“I haven’t run across any objection 
to the advisory board system,” said E. 
D. Livingstone, vice-president of the 
Independence Indemnity. “The boards 
are functioning smoothly for the bene- 
fit of the insurance business in general.” 





General Agents 


We write 
. Policies from age 1 to 65 


. Substandard 


. Double Indemnity 
. Total Disability 


eS 


We have openings at 


OHIO INDIANA 

Toledo Indianapolis 

Dayton Terre Haute 

Cleveland Kokomo 

MICHIGAN IOWA 

Kalamazoo Burlington 
Jackson Des Moines 
Detroit Sioux City 


A. O. HUGHES, Agency Director 


FARMERS NATIONAL LIFE 
INSURANCE COMPANY 


OF AMERICA 


Farmers National Life Bldg. 
3401 South Michigan Ave. 





. Men and women on same rate 


. Low cost preferred risk policies 


Chicago, Illinois 












































































ILLINOIS 


Springfield 
Peoria 
Bloomington 
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Ralph Humphreys, assistant to the 
vice president in charge of agencies, 
Penn Mutual Life, formerly superin- 
tendent of the home office agency, was 
very much surprised at the suggestion 
that possibly the insurance commis- 
sioner is delegating power unlawfully 
to members of the advisory boards. 
Clarence K. Schonck, superintendent of 
the home office agency, who is a mem- 
ber of the life advisory board of Phila- 
delphia county, produced his commis- 
sion as deputy examiner, issued by the 
department at Harrisburg. He explain- 
ed that all the members of the boards 
are so commissioned under the laws of 
Fennsylvania and that the appointments 
had never been called into question, so 
far as he knew, in this state. 


Confidence Is Expressed 


“Why should there be objection,” 
asked Mr. Humphreys, “when the 
boards are operating efficiently for the 
good of the business? I don’t know of 
any unfairness. All the comments | 
have heard express perfect confidence 
in the workings of the boards.” 

Franklin C. Morss, manager of agen- 
cies of the Provident Mutual Life, re- 
garded as absurd any criticism of the 
boards in regard to alleged unfairness. 
“T haven’t heard any such criticism,” he 
said. “The Provident is more than sat- 
isfied with the system. It is ridiculous 
to think of a man being unfair to com- 
petitors whom he examines in his ca- 
pacity of member of an advisory board. 
The high character of the members is 
sufficient assurance. When a man is 
placed on his honor that way, he will be 
unusually careful in dealing justly with 
his competitors.” 

A. M. Hopkins, manager of agencies 
of the Philadelphia Life, said he had 
not heard of any hitch in the advisory 
board system and that he was satis- 
fied with it. 


See No Danger in Plan 


Secretary Kelly of the Fire Associa- 
tion warmly defended the working of 
the boards, asserting that the only ob- 
jection to them that he knew of was 
hypothetical. He admitted that there 
was an opportunity for unfair dealing 
with competitors by members of the 
boards, if they should be so inclined, 
but he resented the suggestion that there 
might be any such actually appointed. 
The men on the boards, he pointed out, 
are of recognized standing and fully as 
honorable as those holding positions of 
responsibility in other businesses. 

In general, the feeling here is very 
much in favor of the boards, which are 
literally “advisory” boards, appointed 
only to make recommendations to the 
department. Scores of applicants for 
underwriters’ licenses are examined 
every week in Philadelphia and the per- 
centage of rejections is almost noth- 
ing. The - ay na are merely exam- 
ined as to their fitness for the work, in 
order to do away with unfair compe- 
tition and weed out the grossly incom- 
petent who reflect adversely upon the 
whole insurance business. 





Builds Agency Rapidly 


J. E. Williams, general agent for the 
Kansas City Life, has developed his 
general agency, since opening his office 
in Minneapolis on March 1, 1926, to 
writing at the rate of $500,000 per month 
and for the year 1923 he will write over 
$2,000,000 in -Minnesota. Mr. Williams 
has the general agency for the same 
company for North and South Dakota, 
which has been running for 14 years an 
has built up one of the leading agencies 
in South Dakota. His total production 
for 1923 will exceed $4,000,000 the 
amount allotted him by the company. 





Standard’s Agency Convention 


The Standard Life will hold its 2% 
nual agency convention in St. Louis 
either Feb. 15-16 or Feb, 22-23. Agents 
who write and pay for $100,000 during 
the club year will be eligible for the 
convention, while those coming throug! 
with $250,000 or better may take theif 





wives as guests of the company. 


November 22, 1923 
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MUST CHANGE TACTICS 





WATCH DISABILITY WRITING 





Actuary Believes Time Is at Hand for 
Development of Careful Under- 
writing Selection 





An actuary in the east in discussing 
the development of the total and per- 
manent disability clause said that the 
time is coming for the companies to 
place more emphasis on the selection of 
the disability business. The actuary 
quoted has had a good deal of experi- 
ence in this line and his company has 
gathered some interesting figures. He 
regards himself as “cautious but not 
pessimistic” on the subject of permanent 
and total disability. He said that 
eventually the companies will have suf- 
ficient statistics so that the experience 
can be pooled and when this is done a 
great deal will be revealed to those who 
will take the pains to study the results. 
He said that one of the most encourag- 
ing things about the present status of 
this clause is that it has attracted the 
interest of the medical and actuarial men 
in the companies and that they are 
really studying it now. 

He said, however, that at present the 
big emphasis should be placed on the 
selection of the business. Not enough 
is known about who should and who 
should not be entitled to this disability 
protection. He said that a careful study 
of each claim that is made under the 
total and permanent disability clause 
should be made by the actuarial and 
medical men and an attempt should be 
made to work out an underwriting pol- 
icy whereby the undesirables could be 
weeded out in advance. 

There is little doubt that there are 
many people who can be written safely 
for life insurance who are not good risks 
for the permanent and total disability 
insurance. 


NEW MEN FOR MODERN LIFE 





Growth of St. Paul Company Necessi- 
tates Additions to Its Official 
Personnel. 





J. O. Melin, who resigned recently as 
deputy insurance commissioner of Min- 
nesota to become first vice-president 
and agency manager of the Modern Life 
of St. Paul, of which former Governor 
J. A. A, Burnquist is president, has al- 
ready entered upon his new duties of 
materially extending the agency forces 
of the Modern Life and more intensively 
cultivating the field in which the com- 
pany operates. The rapid growth of 
the Modern Life, both in business and 
m agency organization, called for the 
addition of an energetic and experienced 
imsurance man, and the services of Mr. 
Melin were accordingly sought. 

At the same time Mr. Melin was 
elected vice-president and agency man- 
ager of the Modern Life, Emanuel E. 

rson, president of the Payne Avenue 
State Bank of St. Paul, was elected 
treasurer of the company. Mr. Larson 
's prominent in St. Paul banking circles, 
and the Payne Avenue Bank has 
reached a material success largely 
through hig direction. The bank is now 
constructing a new building which will 
Cost about $100,00¢ 

J. Lewis, secretary and assistant 
treasurer of the Modern Life, and who 

S been its managing underwriter, was 
formerly an examiner in the state in- 
Surance department and is thus well ac- 
quainted with Mr. Melin, with whom he 
Will now be a close business associate. 

he company is still issuing its special 
charter membership contracts, in $5,000 
~ Pay policies, and expects to so con- 
“nue until about Jan. 1, when the com- 
Pany at its present rate of underwriting 
will have $10,000,000 of business in force 
an exceptional showing for a company 
siennized in 1921. The company has 

100,000 paid up capital. 























This is one of a series of advertisements 
to acquaint Agents with the various 
Missouri State Life Accident Policies 
and their uses. 
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The Champion Accident Policy 


This policy is decidedly in a class by itself. It improves in many respects upon even the 
broadest and most liberal competitive contracts. The Champion is written only on responsible 
commercial risks and will appeal especially to well informed prospects who are familiar with 
the less liberal provisions of corresponding policies. It can be sold to executives, professional 
men, business women, and persons in responsible clerical positions. 


Agents will find our Accident Policies a me adjunct to their present lines. We 
give liberal contracts—the same as to our full-time Agents. Accident business affords the 
Agent a regular, substantial income, exposes him to more sales, supplies an effective approach 
for Life business, and furnishes in each application valuable information on Life prospects. 
Write for full information. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President HOME OFFICE: SAINT LOUIS 
LIFE ACCIDENT HEALTH GROUP 
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HIGH PRESSURE MEN 
ARE RAIDING FIELD 


Are Seeking to Secure Control of 
Companies for the Liquidat- 
ing Profit 








DANGER IN THE PRACTICE 





Stock Salesmen Use All Sorts of 
Methods to Get Holders to Sell 
Shares 





The action of Insurance Commis- 
sioner Kendrick of Iowa in writing to 
the stockholders of the smaller and 
newer companies in his state, warning 
them against selling out their holdings 
at a saccifice where there is no reason 
for it, has attracted attention not only 
throughout Iowa but in other states 
because the same influences are at work 
endeavoring to corral insurance com- 
panies in order that they may be liqui- 
dated at a profit, Commissioner Ken- 
drick takes the position that in many 
cases these companies are solvent and 
if given a chance would succeed, Many 
of them were promoted during the 
palmy days of the war period when 
money was plentiful. Stock was 
bought freely by the farmers. They 
may have had a difficult time to pull 
through, but given some encouragement 
and support they will ultimately turn 
out to be a profitable investment. 

Liquidators Are Seeking Victims 


Commissioner Kendrick, however, has 
found that a number of professional 
liquidators are prowling the field look- 
ing for victims, Their plan is to work 
if possible with a combination of direc- 
tors or get a chief officer on their side 
or to secure sufficient stock to give the 
management a scare and then proceed to 
purchase a controlling interest. Some 
home officers have trusteed the control 
of the stock in order to prevent its disin- 
tegration. It has been found that these 
liquidating brokers have endeavored to 
tinker with the trustees. Probably Iowa 
is infested with these brokers more than 
any other state. However other states 
are finding that their companies are 
being interfered with in much the same 
way. 

. Raid on Stronger Company 

Recently a raid was made on one of 
the larger and older western life com- 
panies. The stock of an estate was ac- 
quired, it having been handed down 
by the former president. For a time it 
looked like the marauders might be 
successful in getting control. However, 
the management succeeded in gathering 
in sufficient stock to save the day. The 
price of the stock however was forced 
up beyond what it was worth normally. 

In another instance the stenographer 
in the office of one of the middle west- 
ern companies’ received a_ check 
for $50 from a man whom _§ she 
knew, asking her to send in confidence 
the names of the stockholders and their 
addresses. The stenographer took the 
letter and check to her superior asking 
what she should do. The executive de- 
cided to put up a job on the man who 
had sent the check. He told the stenog- 
rapher to send a list of names of peo- 
ple who had held stock in the past, but 
had sold out. This was done. A crew 
of stock salesmen was dispatched over 
the field to get in touch with these sup- 
posed stockholders. They found, how- 
ever, that the stockholders had disposed 
of their holdings and hence became dis- 
couraged in going any farther. 


Plan of the Stock Salesmen 


The plan of operation is to get hold 
The crew of 


of the list of stockholders. 





SOME RECENT INSURANCE DECISIONS 








E Alabama supreme court has 
handed down a decision involving 
the declaration of the insured. The 
Court Decisjons Reporting’ Conpora- 
tion gives a synopsis of the case as 
follows: 
A life insurance policy was taken out 
insuring the life of one Ida B. McCarvin, 
One Price was named as beneficiary of 
the policy. The premiums on this pol- 
icy were payable weekly and the policy 
contained a provision that if such pay- 
ments were not made for four succeed- 
ing weeks then the policy should be 
null and void, and all payments pre- 
viously made forfeited to the company. 
The policy not only provided for a 
change of the beneficiary at any time 
but likewise provided for the insured, in 
case of sickness or injury by accident. 
In addition to this, the policy contained 
the following provision: 

“The company may pay the amount 
due under this policy to either the bene- 
ficiary named below, or to the execu- 
tors, administrators or assigns of the 
insured, or to any other person appear- 
ing to the company to be equitably en- 
titled to the same by reason of having 
incurred expenses on behalf of the in- 
sured, or for his or her burial; and the 
production of a receipt signed by either 
of said persons shall be conclusive evi- 
dence that all claims under this policy 
have been satisfied.” 


Said Policy Had Lapsed 


Upon the death of the insured the 
insurance company refused to pay the 
amount of the policy and the beneficiary 
brought action on the policy. The in- 
surance company defended on _ the 
ground that the policy had lapsed be- 
cause of the non-payment of premiums. 
The principal question presented was 
whether evidence offered by the insur- 
ance company to the effect that just pre- 
vious to the death of the insured she 
stated to one Solomon that this particu-' 
lar policy was no longer in force, and 
that it had been permitted to lapse, was 
admissible. 

Held, that the evidence was admissi- 
ble. The beneficiary had merely an ex- 
pectancy and not a vested interest. The 
rule of evidence which would exclude 
the declarations of the insured as 
against the beneficiary by reason of any 
vested interest in such beneficiary did 
not apply. The court said: 

“Counsel for appellant rely upon the 
general rule of law recognized by the 
great weight of authority that declara- 
tions of the insured, not a part of the 
res gestae, are inadmissible as against 


the beneficiary named in the policy. I. 
R. C. L. 506; 14 R. C, L. 1438; 1 Ency. 
of Evi. 573; Neblic on Benefit Soc., Sec. 
325. 

“An investigation of the authorities 
discloses that these authorities so stat- 
ing the general rule dealt principally 
with what is referred to as ‘old line’ 
insurance, where the contract is between 
the company and the beneficiary, to 
whom a vested interest in the insurance 
passes upon the issuance of the policy. 

“It appears, however, that the de- 
cided weight of authority has adopted 
a contrary rule in cases where the con- 
tract of insurance is between the insured 
and the company, with a right on the 
part of the insured to change the bene- 
ficiary at any time,—the beneficiary 
therefore in such policies having only 
an expectant interest.” 

Atlanta Mutual Ins. Co. V. Price 
(1786) Supreme Court of Alabama. De- 
cided Oct. 29, 1923. 


Extension of Credit 


Another case is decided by the Ok- 
lahoma Supreme Court in which it is 
held that an agent may extend credit. 
The Court Decisions Reporting agency 
digests the case: 

“Where the contract of agency given 
to an agent to sell insurance authori- 
zes the agent to take applications with- 
out requiring the first year’s premium 
to be paid in advance, such provision 
authorizes the agent to extend credit 
to applicants for iffsurance, or to waive 
the payment in advance of the first pre- 
mium, and the company is bound by the 
acts of its agent. An oral agreement 
as above indicated, entered into in good 
faith, is binding upon the company and 
the parties where the contract of 
agency authorizes the agent to accept 
applications without payment of the 
first year’s premium, 

When a contract upon which an in- 
surance policy is based provides that 
the same shall not take effect until the 
application, together with a medical 
examination, have been approved at the 
home office of the company and the 
first premium has been paid during the 
continued good health of the applicant, 
delivery of the policy to the insured 
during his lifetime is not a condition 
precedent to the taking effect of the in- 
surance and to the validity of the pol- 
icy. Cash payment of the first year’s 
premium may be waived or credit ex- 
tended by an agent authorized to do so. 

Central Life Ins. Society v. Pyburn 
(1821) Supreme Court of Oklahoma. 
Decided Oct. 30, 1923. 








12 or 15 stock salesmen is sent out over 
the field to purchase the stock if pos- 
sible. These stock salesmen usually are 
of the strong armed professional type 
who have been in the promoting game 
and are given to exaggeration and mis- 
representation in order to influence the 
holders of stock. 

Within the last eight months a num- 
ber of home offices have been very much 
disturbed over this practice that has ap- 


peared throughout the field. There 
seems to be a mania for acquiring these 
companies. Some liquidators have 


pulled down a profit of from $150,000 
upon a single deal. This has encour- 
aged them to try for other game and 
even larger. 


Danger in Speculative Tendency 


Insurance men appreciate the fact: that 
this speculative tendency, this desire to 
wind up going companies for a profit 
in order to sell them out and liquidate 
them for revenge only is a menace. No 
objection can be found of course, where 
bonafide purchases of stock are made 
or where the directors feel the best. in- 
terests of all concerned would be found 
in selling out. 

The objection is to raids of profes- 
sional brokers who are buying up com- 


wishes of the management solely for the 
amount that can be gotten out of the 
liquidation. 


“Oldest Policyholder” Dead 


William A. Miller, who died at his 
home in Lynchburg, Va., Nov. 15, aged 
99, and who was for many years the 
holder of two ordinary life policies is- 
sued by the Mutual Life of New York, 
cashed the policies when he reached the 
age of 96 on March 5, 1920, that being 
the age when every such policy is actu- 
arially assumed to have become a claim 
by death. At the time he cashed the 
policies Mr. Miller was the oldest Vir- 
ginia policyholder of the Mutual Life. 
He would have attained the age of 100 
on March 5, 1924. 





Berkshire Life Agents Meet 


Iowa agents of the Berkshire Life held 
a two-day meeting at the company’s 
office at Des Moines last week. The 
meeting was in charge of Joseph T. 
Peterson, general agent. Ernest C. 
Smoots, district agent at Davenport, led 
the discussion of the subject of “Pros- 
pecting.” Discussion of “The Presenta- 
tion” was led by Arthur H. Peterson, 
district agent, at Waterloo. Harry S&S. 
Haskins, state agent of the John Han- 
cock, addressed the meeting Friday fore- 





panies. here and there regardless of the 








noon. 


INSURANCE AN AID IN 
GETTING BANK CREDIT 


Borrowers Now Commonly Re. 
quired to Carry Sufficient 
Amount of Protection 


IS AN IMPORTANT ASSET 


Detroit Bankers Generally Are Strong 
Supporters of Life Insurance—Give 
Their Reasons 


DETROIT, MICH., Nov. 20.—That 
banks are viewing life insurance as a 
very decided credit asset and in addi- 
tion encouraging the purchase of ade- 
quate life insurance by all of their cus- 
tomers is thoroughly indicated by the 
statements of a number of officers of 
Detroit banks. 

“There is no disposition on the part 
of progressive banks so far as I can 
learn to do other than encourage peo- 
ple generally to take out life insurance 
and to constantly add more,” says T. 
W. P. Livingstone, vice-president and 
cashier of the Dime Savings Bank. 
“This is particularly due to the fact that 
we have found in our experience that 
insurance policies represent the only 
estate most people leave, and for that 
reason are especially necessary. 


Advantage to Borrower 


“We look with decided favor upon a 
borrower who carries life insurance and 
in a good many instances we have 
found it advisable to insist upon bor- 
rowers taking out life insurance or add- 
ing to their amount of protection so that 
they would prove adequate risks. In 
every instance, of course, we prefer to 
have the policies made payable to the 
borrower’s estate. We certainly agree 
that a man presents a better risk at a 
bank so far as credit is concerned when 
he carries life insurance because among 
other things he is a better moral haz- 
ard. And when the policy or policies 
that he carries are payable to his estate 
his position from a bank credit stand- 
point is greatly improved. 

Favors Monthly Income 


“Because we have come in contact 
with so many cases where beneficiaries 
of life insurance policies, particularly 
women without any business experience, 
have suffered big losses due to ex- 
tremely unwise investments, we are 
heartily in favor of monthly income pol- 
icies, Our opinion in this connection is 
greatly strengthened by our knowledge 
of the fact that so many widows, or- 
phans and others who are totally de- 
pendent upon the proceeds from life 
insurance policies, make investments in 
the securities of new companies and 
a country wide investigation has shown 
that only about 85% of these companies 
ever succeed. It is therefore quite evi- 
dent that monthly payment policies are 
greatly needed. 

“My only personal criticism of the 
work of life insurance agents is some- 
what negative because to my mind there 
are two kinds, good and bad, just as in 
any other business. Perhaps it is only 
fair to say that they do not always take 
into account that some people really 
know when they need more insurance, 
although one must give them full credit 
for their persistent and painstaking el- 
forts.” 


Policies Payable to Estate 


Chas. H. Ayers, vice-president of the 
People’s State Bank, states that his 
bank looks with increasing favor upon 
borrowers who carry life insurance but 
also emphasize that policies should be 
made payable to the estate of the as- 
sured, “However, we do not mean to 
imply that we look with favor upon 
borrowing entirely upon policies be- 
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LIFE INSURANCE EDITION 











cause this is a practice which banks 
generally do not encourage for the rea- 
son that practically all companies have 
their own peculiar plans of advancing 
money on life insurance and we believe 
that is their particular function. In ex- 
ceptional cases it sometimes becomes 
necessary to have borrowers take out 
policies in the absence of other ade- 
quate security but this is by no means 
a good, sound procedure because the 
bank may have to keep up the premiums 
and the final results are not always sat- 
isfactory. But we are certainly in favor 
of life insurance for borrowers from the 
standpoint of affording us greater assur- 
ance and we whole heartedly recom- 
mend life insurance to all of out custo- 
mers wherever possible. 


Work of Agents Satisfactory 


“I think that as a whole the work of 
agents is very satisfactory and I am es- 
pecially in favor of the monthly income 
plan because I do not believe that any- 
one realizes from actual experience any 
more than a banker does just what pro- 
tection this plan offers to beneficiaries 
who are given larger sums of money 
than they have had before and there- 
fore exposed to temptations in the way 
of unwise purchases and investments 
without realizing the ultimate outcome 
of such expenditures.” 


One Bank Distributes Folders 


Robert E. Allan, vice-president of the 
American State Bank, stated that life 
insurance was looked upon with so much 
favor by the officers of that institution 
that they had made a particular effort 
to interest people in life insurance by 
distributing folders on the subject. “We 
have learned from our experience that 
about the only estate the average man 
leaves is in the form of life insurance 
payments,” stated Mr. Allan, “and for 
that reason we believe that such syste- 
matic and successful saving should be 
encouraged. Mr. Allan added that bor- 
rowing power was determined for the 
most part on assets and liabilities as re- 
vealed in applications for credit and 
that each case naturally enough had to 
be decided on its individual merits but 
that there was no doubt that life insur- 
ance presented additional assurance. 


REPORTS ON MASSACHUSETTS 





Commissioner Monk Issues First Life 
Insurance Analysis, Showing Gains 
in State and Nation 





BOSTON, MASS., Nov. 20.—Com- 

missioner Wesley E. Monk of Massa- 
chusetts has isued his first report on 
the life insurance business, including 
Statistics on the 1922 business and some 
comment on-the rapid growth of the 
business and the healthy condition of 
the business today. He reviewed the 
growth of life insurance throughout the 
country, as well as in Massachusetts 
pointing out the total of insurance in 
force as over $40,000,000,000, an impres- 
sive figure. He compared the distribu- 
tion of insurance in his state, showing 
ordinary to be consistently about 76 per 
cent, weekly payment about 19 percent 
and group life about 4 percent. Mr. 
Honk extended strong commendation 
ie the banking features now offered in 
te policies, He concluded with a com- 
Parison of business in force in Massa- 
chusetts at the end of 1922 and 1921 
as follows: 











1921 1922 
Wenary -++-$ 415,212,000 $ 459,213,638 
Premium... 212,670,624 227,448,235 
__ Beeerr: 6.741.475 7,729,625 
Total .....$ 634,624,099 $ 694,391,498 
on orelgn Companies: 
Weekiy” - +++ $1,059,966,674 $1,157,767,579 
Temium... 367,498,857 403,043,567 
Gp... 5. 134,085,518 138,687,010 
Total ...., $1,561,551,049 $1,699,498,165 
anne Totals: 
rdinary oni sim 
Weekly? °***$1,475,178,674 $1,616,981,217 
cu remium 580,169,481 630,491,811 
_ PR 140,826,993 146,416,635 
Total ..... $2,196,175,148 $2,393,889,663 

















The Most Important Trusteeship 
in the World 


Se 


HEN the will of the late President Harding was admitted to probate the 
executors named were required to give bond in the sum of $750,000. 


These men were personal friends of the 


deceased President and un- 


doubtedly men of character and substance. Why then this heavy bond? Because 
the law treats estates as peculiarly sacred and hedges their administration about 


with many safeguards. 





Bonds for executors and rigid laws for 
their guidance are designed to protect the 
family. 


The family is the oldest institution in the world. furnish. 
It was the first form of government. It is the unit 
of civilization. The love of husband and wife, the There are 


love of parents and children, the love of brothers and 
sisters, all have their roots in the family life. 


The head of the family is the trustee to 
whom, in the order of nature, is commit- 
ted its prosperity and happiness. 

The head of the family therefore 
holds the most important trustee- 
ship in the world. 


How can that trustee guarantee that he will faith- 
fully discharge his obligation? His personal bond, the 
bond that every man gives to his wife and 


law should. 


Then he is 








dependents, goes far, but not far enough, E 
use, however noble his intentions and IN 
however deep his affections, death may in- 
tervene at any moment, and the capital of cute 
that family, his productive power, will im- 
mediately be destroyed. PANY 




















law doesn’t compel him to buy one. 


He needs a Bond, ; 


‘‘A voucher stronger than ever law could 
make,”’ stronger than his personal fidelity can 


such bonds—easily obtainable. The 
Perhaps the 
Perhaps the law will some day. 


If he is reasonably sound in mind and body 
he can purchase a life insurance 
policy in a responsible company. 


bonded. Then his guarantee is com- 


plete. That is one of the processes by which 
President Harding created his estate. 


A life insurance poner in the New York 
Life not only 

provides, if the buyer so desires, for 

its administration. The New York Life 

under its charter has power “‘to make and exe- 


creates an estate but 


trusts,” and it will retain the 


of its policies under a trust agreement and 
distribute them as directed by the insured 





Any agent of the New York Life will tell you how you can guarantee your 


trusteeship, how you can create an estate an 


how you can have it ad- 


ministered without personal or surety bonds and without cost to your family. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 














SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 


INSURANCE IN FORCE, JUNE 30, 1923 
ADMITTED ASSETS . : . . . 
SURPLUS PROTECTION TO POLICYHOLDERS 


PAID TO POLICYHOLDERS SINCE ORGANIZATION 


THE ROOKERY, CHICAGO 


$45,500,000 
5,137,208 
422,185 
4,065,756 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 


Address: 


S. W. Goss, Vice-President. 








Underwriter Want Ads kets 


One inch, One Column wide one tine $3.75 


Write, Wire or Phone to 
The National Underwriter, 1362 Ins, Exch. 
Phone Wabash 2704 CHICAGO 


em ployes go on expensive prospec 
ing tours; others let an ad of this 
size and ap 
to them. 


one time $3.75. 




















Some executives in need of salaried 


ce bring applications 
e inch, one column widej 
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PHILIP N. THEVENET 
Vice-President and Seeretary 








- Southland Life 


Insurance Co. 


Insurance ne Force 
$73,000,000 
Admitted Assets 


$7,500,000 


The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 





Advantageeus agency contracts open to men of 
ability and integrity. Previeus insurance experi- 
ence not essential. 


CLARENCE E. LINZ 
Vice-President and Treasurer in Charge of Agents 


PAUL V. MONTGOMERY 
Vice-President and Actuary 


DALLAS, TEXAS 
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Dependable Dividends 


are always linked up with careful 
selection and a high grade agency 
force. Midland Mutual mortality 
clearly reflects the high character 
of our agency force and their 
clientele. 


The Midland 

Mutual Life 
%. Insurance Co. 
Columbus, Ohio 
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Over $57,000,000.00 In Force 
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UNITED STATES SUPREME COURT . 
DECISION IN HURNI PACKING LAWSUIT 








cision of the United States Supreme 

Court, given last week, in the case 
of the Mutual Life of New York, peti- 
tioner, against the Hurni Packing com- 
pany. The decision involved the period 
of the incontestability clause and the 
date when the clause and policy took 
effect. As this was an important case 
it is given in full. Justice Sutherland 
delivered the opinion as follows: 

This is an action to recover the 
amount of a life insurance policy issued 
by the petitioner to Rudolph Hurni. At 
the conclusion of the evidence the jury 
found for the plaintiff, respondent here, 
under the peremptory instruction of the 
court, and judgment was rendered ac- 
cordingly. Upon appeal this judgment 
was affirmed by the Court of Appeals. 
280 Fed. Rep. 18. 


Two Lower Court Trials 


"T caion « is much interest in the de- 


There were two trials below. Upon 
appeal following the first, the Court of 
Appeals reversed a judgment in favor 
of plaintiff on the ground of material 
misrepresentation by the insured. 260 
Fed. Rep. 641. Pending the second trial 
plaintiff amended its reply to the an- 
swer and alleged for the first time that 
this defense was barred, under the 
terms of the policy, by defendant’s fail- 
ure to contest within two years. 


Policy Was Antedated 


The policy was applied for on Sept. 
2, 1915. It was in fact executed on Sept. 
7, but antedated as of Aug. 23, 1915, and 
was delivered to insured about Sept. 13. 
The insured died on July 4, 1917. 

The application provides that “the 
applicant upon request may have the 
policy antedated for a period not to 
exceed six months.” Underneath the 
heading of the application there was 
written the direction: “Date policy 
August 23, 1915; age 47.” The testi- 
monium clause -followed by the signa- 
ture of the officials, reads: “In Wit- 
ness Whereof the company has caused 
this policy to be executed this 23rd day 
of August, 1915.” The policy acknowl- 
edges the. receipt of the first premium 
and provides that a like amount shall 
be paid “upon each 23rd day of August 
hereafter until the death of the in- 
sured.” 


Incontestabllity Clause 


The determination of the case de- 
pends upon the meaning of the clause 
in the policy as follows: “Incontesta- 
bility. This policy shall be incontest- 
able, except for non-payment of pre- 
miums, provided two years shall have 
elopsed from its date of issue.” The 
trial court held that the words, “its date 
of issue,” were to be construed as re- 
ferring to the date upon the face of the 
policy. viz: August 23, 1915, and this 
was also the view of the Court of Ap- 
peals. The first action taken by the 
insurance company to avail itself of the 
misrepresentation of the insured was on 
Aug. 24, 1917, one day beyond the 
period of two years after the conven- 
tional date of the policy. It is con- 
tended on behalf of the insurance com- 
pany: (1) That the period of incon- 
testability did not begin to run until 
the delivery of the policy, or, in any 
event, until its actual execution on Sept. 
7; and (2) that the policy was matured 
by the death of the insured, and the 
rights of the parties thereby became 
fixed so that the incontestability clause 
never became operative, even within 
the conventional limitation. 


Instructions as to Ambiguity 


First. The rule is settled that in case 
of ambiguitv that construction of the 
policy will be adopted which is most 
favorable to the insured. The language 
employed is that of the company and 
it is consistent with both reason and 
justice that any fair doubt as to the 
meaning of its own words showld be 
resolved against it. First National 








Bank v. Hartford Fire, 95 U. S. 673, 
678-679; Thompson v. Phenix Ins. Co, 
136 U. S. 287, 297; Imperial Fire y, 
County of Coos, 151 U. S. 452, 462. 


Definition of “Date” 


The word “date” is used frequently 
to designate the actual time when an 
event takes place, but, as applied to 
written instruments its primary signifi- 
cation is the time specified therein. In- 
deed this is the meaning which its deri. 
vation (datus—given) most naturally 
suggests. In Bement & Dougherty y. 
Trenton Locomotive, &c. Co. 32 N, J. 
L. 513, 515-516, it is said: “The pri- 
mary signification of the word date, is not 
time in the abstract, nor time taken ab- 
solutely, but, as its derivation plainly indi- 
cates, time given or specified, time in some 
way ascertained and fixed; this is the 
sense in which the word is commonly 
used. When we speak of the date ofa 
deed, we do not mean the time when 
it was actually executed, but the time 
of its execution, as given or stated in 
the deed itself. The date of an item, 
or of a charge in a book account, is not 
necessarily the time when the article 
charged was, in fact, furnished, but sim- 
ply the time given, or set down in the 
account, in connection ‘with © such 
charge.” 


New Jersey Lien Law 


This language was used in construing 
a provision of the New Jersey lien law 
to the effect that no lien should be en- 
forced unless summons be issued “with- 
in one year from the date of the last 
work done, or materials furnished, in 
such claim;” and, specifically applying 
it to that provision, the court con- 
cluded: “And so ‘the date of the last 
work done, or materials furnished, in 
such claim,’ in the absence of anything 
in the act indicating a different inten- 
tion must be taken to mean the time 
when such.work was done or materials 
furnished, as specified in plaintiffs’ writ- 
ten claim.” 


Date of Issue Governs 


Here the words, referring to the writ- 
fn policy, are “from its date of issue.’ 
While the question, it must be conceded, 
is not certainly free from reasonable 
doubt, yet, having in mind the rule first 
above stated, that in such case the doubt 
must be resolved in the way most fa 
vorable to the insured, we conclude that 
the words refer not to the time of actual 
execution of the policy or the time o 
its delivery but to the date of issue as 
specified in the policy itself. Wood v. 
American Yeomen, 148 Iowa 400, 403- 
404; Anderson v. Mutual Life, 164 
Calif. 712; Harrington v. Mutual Lie, 
21 N. D. 447; Yesler v. Seattle, 1 Wash- 
ington, 308, 322-323. 


Could Agree to Date Back Policy 


It was competent for the parties t0 
agree that the effective date of the policy 
should be one prior to its actual exect- 
tion or issue and this, in our opiniol, 
is what they did. Plainly their agree 
ment was effective to govern the amoutt 
of the premiums and the time of thet 
future payment, reducing the forme? 
and shortening the latter, and, in the 
absence of words evincing a contrary 
intent, we are unable to avoid the com 
clusion that it was likewise effective ™ 
respect of other provisions of the po 
icy, including the one here in questioa 
This conclusion is fortified by a consié- 
eration of the precise words employes 
which are “from its (that is, the pol- 
icy’s) date of issue;” or, in other words 
from the date of issue as specified ™ 
the policy. It was within the power 
the insurance company if it meant other 
wise, to say so in plain terms. Not hat 
ing done so, it must accept the const 
quences resulting from the rule that the 
doubt for which its own lack of cleat 
ness was responsible must be resolvé 
against it. 


Second. The argument advanced ™ 
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support of the second ground relied 
upon for reversal, in substance, is that 
a policy of insurance necessarily im- 
ports a risk and where there is no risk 
there can be no insurance; that when 
the insured dies what had been a hazard 
becomes a certainty and that the obli- 
gation then is no longer of insurance 
but of payment; that by the incontest- 
ability clause the undertaking is that 
after two years, provided the risk con- 
tinues to be insured against for the 
period, the insurer will make no de- 
fense against a claim under the policy; 
but that if the risk does not continue 
for two years (that is, if the insured 
dies in the meantime) the incontesta- 
bility clause is not applicable. Only in 
the event of the death of the insured 
after two years, it is said, will obligation 
to pay become absolute. The argument 
is ingenious but fallacious, since it ig- 
nores the fundamental purpose of all 
simple life insurance, which is not to 
enrich the insured but to secure the 
beneficiary, who has, therefore, a real, 
albeit sometimes only a contingent, in- 
terest in the policy. 


Contract Is With Assured 


It is true, as counsel for petitioner 
contends, that the contract is with the 
insured and not with the beneficiary, 
but, nevertheless, it is for the use of the 
beneficiary and there is no reason to 
say that the incontestability clause is 
not meant for his benefit as well as for 
the benefit of the insured. It is for 
the benefit of the insured during his 
lifetime and upon his death immedi- 
ately inures to the benefit of the bene- 
ficiary. As said by the Supreme Court 
of Illinois in Monohan v. Metropolitan 
Life, 283 Ill. 136, 141: “Some of the 
rights and obligations of the parties to 
a contract of insurance necessarily be- 
come fixed upon the death of the in- 
sured. The beneficiary has an interest 
in the contract, and as between the 
insurer and the beneficiary the rights 
and obligations of the party to a con- 
tract of insurance necessarily become 
fixed upon the death of the insured. 
The incontestable clause in a policy of 
insurance inures to the benefit of the 
beneficiary after the death of the in- 
sured as much as it inures to the benefit 
of the insured himself during his life- 
time. The rights of the parties under 
such an incontestable clause as the one 
contained in this contract do not be- 
come fixed at the date of the death of 
the insured.” 


Declares Provision Is’ Plain 


_ In order to give the clause the mean- 
ing which the petitioner ascribes to it, 
it would be necessary to supply words 
which it does not at present contain. 
The provision plainly is that the policy 
shall be incontestable upon the simple 
condition that two years shall have 
elapsed from its date of issue—not that 
it shall be incontestable after two years 
if the insured shall live, but incontest- 
able without qualification and in any 
event. See Monahan v. Metropolitan 
Life, supra; Ramsey v. Old Colony Lif, 
297 Ill., 592, 601; Ebner, Administrator, 
v. Ohio, etc., Ins. Co. (N. C.), 104 S. E. 
Rep. 166, 168-169, 
Two Cases Cited by Company 


Counsel for petitioner cites two cases 
which, it is said, sustain his view of the 
question: Jefferson Standard Life v. 
McIntyre, 285 Fed Rep. 570, and Jeffer- 
son Standard Life vy. Smith (Ark.), 248 
5. W. Rep. 897. But the incontestabil- 
ity clause under review in those cases 
was unlike the one here. There the 
Clause was: “After this policy shail 
have been in force for one full year 
'rom the date hereof it shall be incon- 
testable,” etc. The decisions seem to 
have turned upon the use of the words 
Mm torce,” the district judge in the first 
Case saying: “Are the policies ‘in 
force’ as contemplated in the clause, 
alter the death of the assured occurring 
Prior to one year from the date of the 
Policy? It seems to me that the proper 
Construction of this clause is that it 
the wPlates the continuance in life of 
the assured during that year else why 
The the non-payment of premiums?” 

1S amounts to little more than a 





quaere, since the question was then dis- 
missed and the case decided upon an- 
other ground. We express neither 
agreement nor disagreement with the 
construction put by these decisions upon 
the provision therein considered; but 
dealing alone with the provision here 
under review, we are constrained to hold 
that it admits of no other interpretation 
than that the policy became incontest- 
able upon the sole condition that two 
years had elapsed. 


Bound by the Contract 


Certain difficulties, both legal and 
practical, said to arise from this inter- 
pretation, in respect of the enforcement 
of the rights of the insurer, are sug- 
gested by way of illustration. But 
these we deem it unnecessary to review. 
It is enough to say that they do not, in 
fact, arise in the instant case and they 
could not arise except as a result of 
the contract, whose words the insurance 
company itself selected and by which it 
is bound. 

The judgment of the court of appeals 
is affirmed. 


North Dakota Agency 
Of Great West Life 
Makes Great Record 


ATCHER BROTHERS, North Da- 

kota state agents for the Great 
West Life of Canada, are setting a 
great and enviable record in production 
of new life insurance in North Dakota 
this year. The office, which is under 
the management of M. N., J. S. and 
R. E Hatcher, is rapidly becoming the 
greatest life insurance office in the state. 
The Great West Life ranked seventh in 
the state at the opening of this year and 
will attain fourth place by the end of 
the year. There are 56 companies doing 
business in North Dakota, 40 of them 
having less business in force than they 
had two years ago. The lapse rate has 
been so great in that state that the total 
business in the state was reduced last 
year nearly one-third. In 1921 and 1922 
there was $68,748,000 of business writ- 
ten in the state by all life companies 
and at the end of 1922 there was $24,- 
419,000 less business in force than two 
years before. This would mean that 
the lapse for the two years was $93,167,- 
000 or about one-half of the business 
now in force. 


Show Gain Despite Conditions 


During this same period, the Hatcher 
Bros. Agency showed a gain of about 
30 percent. In the face of concededly 
poor business conditions, the state 
agency for the Great West Life is mak- 
ing rapid progress. The production rec- 
ord is being maintained, the October 
total business this year being $4,162,875, 
compared with $2,515,243 in October, 
1922. M. N. Hatcher, manager of the 
state agency, has developed the com- 
pany’s business in North Dakota from 
practically the lowest in the state to 
what will be fourth place this year in 
14 years and he announces that the 
agency has set first place as its goal. 
The agency is rapidly developing a rec- 
ord rate of production of new business 
and is also holding lapses down to a 
record figure. It is producing business 
at a greater per capita rate than is the 
company itself in Canada. The first 
eight months of this year show the per 
capita business of the company in Can- 
ada at $4.37, while in North Dakota it 
was $5.18 in the face of very poor busi- 
ness conditions. 

Mr. Hatcher is an aggressive organ- 
izer and is displaying his talent in the 
North Dakota agency of the Great West 
Life. He has instituted a special “foot- 
ball game” campaign for November, 
which is “MacDonald month” fo: the 
Great West Life. The company has 
set aside November in honor of the 
president, Alexander MacDonald, and 
the entire agency force will celebrate 
with a production campaign. Mr. 
Hatcher has added zest to his local cam- 
paign by lining up his agency forces 
into two teams for a “football game.” 











Great Northern Life 
Insurance Company 


110 S. Dearborn St. 
Chicago, Ill. 


H. G. ROYER, President JOHN A. SULLIVAN, Vice-President 
Cc. O. PAULEY, Secretary 


Life insurance agents these days appreciate 
the importance of a moderate sized com- 
pany. It forms a healthy influence in the 
business of life insurance. The Great 
Northern Life appreciates and values the 
services of its local representatives. The 
agent of the Great Northern Life is close 
to the home office. His individual prob- 
lems receive most careful consideration. 
His is a worthwhile position. 


Capital, $225,000 Surplus, $166,174 


Insurance in Force, Over $18,000,000 

















‘‘Nothing humbler than ambition 
when it is about to climb.”’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious serv- 
ice. 

That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884. 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 
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the surgeon’s knife? If you do, there 
is no help for you. The hope is you 
are dissatisfied with your present con- 
dition. Yes or no. Better be refused 
a life insurance policy for telling the 
truth than have one and never de- 
serve it. 
ee 

7. How about your parents? Are 
they dead? Living? State their age, 
if living, or tell us when they died. Tell 
what you know without hesitation or 
fear. 

8. Did you have any grandparents? 
How many? Are you sure? Do you 
know what they died of, or may die of? 
How about their age? Perhaps they 
can help you. 

9. Have you been under the care of 
a physician in the past ten years? If 
you have not, congratulate youself, my 
friend. You are one of the elect. ‘On 
the other hand, if you have, how did 
you come out? Let us hear your story 
from your own lips. The shorter the 
better. 

10. Have you ever been physically 
examined? With what results? Were 
you glad when it was over? Don’t 
hesitate to say. We have all been there. 

11, Do you suffer from dyspepsia, 
rheumatics or the gout? This does not 
mean that you are a glutton or a sot, 
but it may. Look to it. On the other 
hand, you may be entirely blameless. 
No doubt you are. Think of Socrates— 
what he suffered after quaffing the hem- 
lock. 

* * * 

12, Do you drink? Or can you take 
it or leave it? Be outspoken. I have 
known men in all walks of life, from 
the highest to the lowest, who imbibed. 
Men whose libraries were filled with 
beautiful writings by Walter Pater, Car- 
lyle, Montaigne and Thoreau, and men 
to whom all nature, history and the 
world of events were a sealed book. 

13. Were you ever subject to apo- 
plexy, epilepsy, dizziness, conceit, loss 
of memory or self-respect, palpitation 
of the heart, a swelled head, frequent 
headaches or flights of temper, loss of 
faith in your fellow men, worry about 
business ventures, a sneaking fondness 
for trashy reading, having things your 
own way, and what not? If you can 
answer “No” to all the foregoing, con- 
gratulate yourself, my friend. You are 
not necessarily certain of an insurance 
policy, but the chances are your appli- 
cation will be favorably acted upon. 
The hope is you haven't lied in any par- 
ticular. If you have, it will go hard 

vith you, 


How Phoenix Mutual 


Compensates Agents 


N INTERESTING review of the 
methods’ of compensating agents 
used by the Phoenix Mutual Life was 
given at the meeting of the Life Agency 
ficers Association in Chicago last 
week by Vice-president Winslow Rus- 
sell of that company. In that connec- 
tion he said: 

Ve have passed through several 
Periods in the evolution of our compen- 
sation plans, checking errors whenever 
discovered, and are convinced that there 
1s @ way under which group financing 
may be done at a profit to all concerned. 

The present stage of our development 
offers five opportunities to new men. 


Contracts Being Used 
by Phoenix Mutual 


Our best contract for salesmen is our 
pure commission contract. It pays a 
graded first premium commission and 
renewals of 4 percent for nine years, 
plus concessions, which include the ben- 
ets of a sustained national advertising 
campaign and an efficient direct-by-mail 
service, 

_All salesmen who need financing are 
limited by contract to six renewals, so 
long as the financing contract remains 
m force. or so long as there is a debit 
against it, 
in ur second contract places a draw- 

& account to the credit of the sales- 
poe equivalent to three times his _nec- 

Sary monthly living expenses. He is 


paid his commission earnings each 
month, plus whatever is needed up to 
the predetermined sum which will keep 
his bills paid. In most cases the orig- 
inal credit carries him until he is able 
to swing over to the contract which 
automatically earns him three additional 
renewals. He gives personal notes for 
all advances, 


One Contract Provides 
Salary for Agent 


Our third contract pays a salary for 
three months, which seldom exceeds 
$150 per month. No commissions are 
credited under this contract during the 
first three months, Then the drawing 
account first mentioned may become 
operative, and loans are made upon his 
personal notes, as previously described. 
Few good men take this contract when 
they understand, although we always 
give them the choice. 

Our fourth contract is strictly for stu- 
dent salesmen, taken directly from col- 
leges, and they receive for six months 
a straight salary, usually limited to $125 
per month, and we have a considerable 
group of such students in our home 
office training department, nearly all 
of whom are making good. 

Our fifth contract is the same as the 
first mentioned, except that the salesmen 
may have the benefit of the full nine 
renewals, if he gives us bankable notes 
- good collateral to secure us against 
oss. 

We find that 84 out of 100 men are 
financed and that the peak of the in- 
vestment for men comes at the end of 
the third month, with a total of $350 
per man. From that time on the av- 
erage investment per month per man 
gradually decreases. By this method 
we are able to set up in advance a def- 
inite sum for investment in new men, 
and up to this time have seen no indica- 
tion which would prevent its continu- 
ance and gradual extension in the proc- 
esses of normal growth. 


Seize Interest for Taxes 


Interest amounting to $2,167 on bonds 
held by Superintendent Conn of Ohio 
for the Canada Life, was attached by 
the sheriff at Columbus, O., recently 
on behalf of the county treasurer to 
meet a part of that company’s alleged 
delinquent personal tax. The action is 
said to be the first taken in Ohio in 
years and is made under a ruling of 
the state supreme court.that the bonds 
are taxable. It is asserted that the Ca- 
nadian company owes $9,780 as taxes 
on its bonds on deposit to cover possible 
indemnities. 


Mutual Benefit Wins Refund 


The Mutual Benefit Life has won its 
case against F. W. Richardson, former 
state treasurer of California, which has 
been in court since 1916, the result of 
the treasurer assessing a tax under the 
law providing for the payment of 1% 
percent on gross payments on business 
in the state. The refund which the 
Mutual Benefit will obtain amounts to 
$128,393. 

Franklin’s Illinois Meeting 

Sixty Illinois agents of the Franklin 
Life of Springfield, Ill, attended the 
state agents’ conferences at the home 
office last week. Vice-President Henry 
Abels was in charge of the session and 
Joseph W. Jones, agency director, had 
supervision of the conferences. 
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aT oe Chicago National 
Bet) Life Insurance Com- 
S877] pany has special in- 
if ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of | 200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National Gnderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, IIl. 




















PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 


























The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. 
through a permanent connection. 

the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE 


J.H. Leffler, Acting President 
MUN 


Permanent success can only be attained 
The companies that stay are the companies that pay 





CE CO. 
_— W. Dragoo, Secretary DIANA H. Orr, al 
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WANTED 


Experienced life insurance instructor and 
agency organizer by an established old 
line life insurance agency in Philadelphia. 
Give your qualifications, experience, re- 
ferences and salary desired in answering 
this advertisement. 


Address G-30, care The National Underwriter 














“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


ce J. Daly, President 
Denver, Colorado 








To the Man Who Is Willng—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 
H. M. HARGROVE - 


Beaumont, Texas 


President 











24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- 
924.33 for loss of time from injuries or ness ave Ce elens tes rly to 





their life insurance. are delivered by our own sa ready 
to avail hi of a dial introduction to imant’s friends, or to 
provide the claimant himeelf with the sdditional life he intends 
to — s manne 


more good men to help deliver the 27,000 claim drafts we 
will oul Pduring 192: 1923. If wo want iy make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 
President 


W. T. GRANT, AS CITY, MISSOURI 











1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Compan 


Admitted Assets Insurance in Force 
SR i bien ctdehedoneee $12,431,725.00 $ 67,326,327.00 
i i in 6acseen ned eee 44,995,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 


Address: : Des Moines 











. . 7 . 
Acacia Mutual Life Association 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $140,000,000.00 Assets over $8,000,000.00 
We issue all Standard Forms of Old Line Masons Only: Reserve Policies at Net 
Cost to Master 
To Agents who are Master Mi in good sta we offer: 

i missions. Coolienune Renewals, thus i pfasnsing an 
income for life to permanent Acacia Agents. Real Home Office Cooperation. 
WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 




















ORGANIZATION GETS 
BUSINESS—F: H. DAVIS 


Agency Vice-President of Equita- 
ble Life for Service to Pro- 
ducers and Public 


VISITED EVERY AGENCY 


Feels First Hand Information Is Abso- 
lutely Essential in Carrying Out 
His Present Task 


NEW YORK, Nov. 20.—Frank H. 
Davis, who was recently appointed 
agency vice-president of the Equitable 
Life of New York, has been on the road 
almost constantly during the past year 
and has visited every agency of the 
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FRANK H, DAVIS 


Equitable, which, all will agree, is a big 
task. Having entered the business as an 
agent 12 years ago Mr. Davis has been 
advanced from one position of respon- 
sibility to another until at the age of 42 
he has been made the head of all of the 
agency forces of his big company. Mr. 
Davis feels that first hand information 
is absolutely necessary to the proper 
carrying out of his task as chief agency 
officer of the Equitable. He says that 
even the best prepared reports from 
others can never take the place of first 
hand information and personal acquaint- 
ance with the general agents who repre- 
sent the Equitable in their various com- 
munities. 

In order that he can handle the 
agency forces of his company on the 
most intelligent basis he has completed 
this trip, going to every corner of the 
United States. 


Organization Can Get Business 


“Organization can always get busi- 
ness,” said Mr. Davis. These words 
probably summarize the business getting 
creed of the Equitable vice-president. 
He believes that organization can al- 
ways get business and that the organi- 
zation should be built for steady pro- 
duction. He does not believe in high 
pressure campaigns which build up a big 
volume of business for a period of two 
or three months, followed by a slump. 

Stimulation has its place and is very 
necessary, he said, but the agent should 
be stimulated by faith in the business 
and a realization of the needs that life 
insurance can fill, rather than by con- 
test, and prize campaigns over short 
periods of time. 


Believes in Service to Agents 


One thing that Mr. Davis has tried 
to impress upon general agents and 








managers is that they are responsible 
for the production in their agencies, and 
he asks them to remember that they are 
on the job to serve the agent. He said 
that he himself regards his work as one 
of service to the agents of the Equitable 
Life. The general agent or manager 
should not only appoint agents but he 
should develop them. He should see 
that they get on the job and do not sit 
in an office cogitating on the ideals and 
philanthropy of the insurance business, 
He believes that it is wise not only to 
tell the manager that he has this re. 
sponsibility, but to tell the agents that 
the company expects the manager to see 
that the agents stay on the job. He feels 
that the agent should know what to ex- 
pect from the manager and know what 
the company expects from him. 


Bread and Butter First 


“Ideals are very necessary in the in- 
surance business,” said Mr. Davis. “The 
agent must believe in his job and in 
what life insurance can do for human- 
ity. But his first consideration must al- 
ways be necessarily his own bread and 
butter. I have never had an agent drop 
out of the business except for one rea- 
son—that he was not able to make a 
living for his family in the business, 
No one ever came into my office and 
said he was ashamed of the life insur- 
ance business and that he did not want 
to approach people on the subject of 
life insurance. 

“On the other hand, he is more apt 
to say: ‘I am very sorry, Mr. Davis. I 
like the life insurance business. I know 
what a big factor it is in the world and 
how much good it is doing, but, never- 
theless, I can not afford to stay in it 
and it ,is with great regret that I must 
resign.’ 

In view of this situation, Mr. Davis 
believes that it is very important to 
think about the bread and butter side 
of insurance. A good many new agents 
are apt to get the habit of dreaming 
about the great good they are doing to 
humanity by being in the life insurance 
business and spend so much time think- 
ing about it that they cease to be of any 
value to humanity whatever. A man 
must get out and sell insurance to be 
accomplishing any good for his commv- 
nity. He will do the world no good 
until he gets out after the business. 


Ohio Association to Meet 


The second annual meeting of the 
Ohio Association of Life Underwriters 
will be held Friday in Columbus. Dele- 
gates are expected from each of the lf 
local associations in the state. Prac- 
tically every local organization in Ohio 
is now a member. In the short time 
since it was started the state association 
has accomplished some very construc 
tive work, two laws being enacted 3t 
the last session of the legislature, the 
one dealing with twisting considered 
one of the best in the country. 

Officers for 1924 will be elected. The 
present =e consists of: 
President, B. Hamlin, general agent 
National Life of Vermont, Cleveland; 
vice-president, Henry A. Stout, general 
agent John Hancock, Dayton; secretary- 
treasurer, George A. Bredehoft, special 
agent Connecticcut General, Columbus. 


Liberty Life Changes 


The Liberty Life ‘of Topeka bas an- 
nounced the election of B. P. Scott o 
Des Moines as third vice- president in 
charge of the accident and health de 
partment of the company. Mr. Scott 
started in the insurahce business in To- 
peka 21 years ago with the National 
Masonic Accident. He has worked i 
Missouri, Texas, Washington and lows 
and recentlv has had charge of the acci 
dent and health work of a Des Moines 
company. He will move to Topeka this 
fall. The work of secretary and treas 
urer of the company has been divided. 
Eli G. Foster has been secretary 4” 
treasurer, and under the new arrange 
ment Claud L. Clark, actuary for o 
company, will assume the duties ° 
treasurer also. 














every’ 
collat 
dition 
have 

are si 
must 

leased 
makes 
curiti¢ 


count) 
resent 
averag 
expen. 
inherit 
paid. 

Poses, 
busine 
their 

compa 
a trus: 
with 

exemp 
trom : 





22, 1923 








ponsible 
ties, and 
they are 
He said 
c as one 
quitable 
nanager 
but he 
uld see 
) not sit 
sals and 
usiness, 
only to 
this re- 
nts that 
'r to see 
He feels 
t to ex- 
w what 


the in- 
. “The 
and in 
human- 
nust al- 
sad and 
nt drop 
yne rea- 
make a 
usiness. 
ice and 
> insur- 
ot want 
ject of 


ore apt 
avis. I 
I know 
rid and 
never- 
Vv in it 
I must 


_ Davis 
tant to 
er side 
agents 
eaming 
oing to 
surance 
» think- 
of any 
A man 
» to be 
ommu- 
» good 
SS. 


; 


of the 
writers 
Dele- 
the 14 
Prac- 
n Ohio 
‘t time 
ciation 


re, the 


zeneral 
retary- 
special 
mbus. 


jas an- 
cott ol 
lent i0 
th de- 
Scott 
in To- 
ational 
ked 
| Iowa 
e accl 
Moines 
ka this 
treas- 
ivided. 
y an 
range 
or the 
ies of 


November 22, 1923 


LIFE INSURANCE EDITION 











PUSHING TRUST PLAN 

BANKS AID AT PITTSBURGH 

Trust Company in That City Says Life 

Insurance Is Only Way to 
Protect Estate 





PITTSBURGH, PA., Nov. 20.—The 
life insurance trust plan is being worked 
extensively in the Pittsburgh district. 
Those taking out this plan are not 
evading taxation, but only taking advan- 
tage of existing measures, according to 
oficials of the Edward A. Woods Com- 
pany, general agent for the Equitable 
Life of New York. 

The fact that a person can put aside 
$50,000, take out a life insurance policy 
for $100,000 and then have $150,000 
trust fund at the time of his death, ap- 
peals to the wealthier class of people and 
is being pushed by several of the gen- 
eral agencies here, which advise clients 
to arrange for a trust fund to be admin- 
istered in this manner. 


Bank Explains Plan 


The Fidelity Title & Trust Company 
and especially the People’s Saving & 
Trust Company of Pittsburgh are work- 
ing in connection with the insurance 
companies on this plan. The People’s 
Saving & Trust Company explains the 
plan in this manner: 

“Frequently it has come to our atten- 
tion that a business enterprise which 
could be preserved and _ enhanced 
through a natural and healthy growth, 
if life insurance funds were available to 
temporarily support the founder’s fam- 
ily, must be sold at a sacrifice or en- 
tirely liquidated at his death. The 
trend of modern taxation is to assess 
inherited wealth. In Pennsylvania there 
is a 2 per cent inheritance tax upon 
everything. Brothers, sisters and other 
collateral heirs pay 10 percent. In ad- 
dition, property or stocks held or which 
have to be transferred in other states 
are subject to a tax there. All taxes 
must be paid before the estate is re- 
leased for distribution, which often 
makes necessary a forced sale of se- 
curities. 


Life Insurance Only Remedy 


“Obviously there is only one sure 
remedy for this certain necessity for 
current funds at death, and that rem- 
edy is life insurance payable imme- 
diately through a trust company for 
this designated purpose. In this way 
the event that brings a new indebtedness 
on the estate produces the cash to 
pay it. 

“A survey recently made in Allegheny 
county shows that the estates of 91 rep- 
resentative business men shrunk on the 
average of 21 percent after incidental 
expenses, debts, cost of administration, 
inheritance and income taxes had been 
paid. Life insurance for bequest pur- 
Poses, which the conscience of many 
business men dictates in the manner of 
their charities, distributed by a trust 
company under discretionary powers in 
a trust agreement over a period of time. 
with premiums up to 15 percent, is 
exempt from income tax and proceeds 
rom state and federal inheritance tax.” 


California Agencies’ Contest 


The second contest of a series of 
three between the two California agen- 
cies of the Equitable Life of Iowa for 
volume of production was won by the 
Southern California agency, led by Roy 

- Sheldon, general agent, and John 

_A. Campbell, agency supervisor. 
This makes the honors even, the previ- 
ous event having been won by the north- 
+ ol California agency of Walter G 
eater in San Francisco. The third and 
nal contest is being held during the 
0-day period beginning Nov, 1. 

a celebration of the winning of the 
nt the members of the Los Angeles 

; cy were entertained recently at a 

ner given by the losing agency. 
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INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 
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A Bigger Opportunity 


HERE is a decided advantage in an 

agency representation of the Inter- 
Southern Life. Not only are you equipped 
with good policy contracts and liberal com- 
missions, but in addition you represent a 
Clean, Strong and Progressive company. This 
means much to the man in the field. 


That type of home office relationship gives 
you the assurance that everyone of your 


Inter-Southern Life 
JAMES R. DUFFIN, President 


policyholders will receive eminently fair 
treatment. 


Just now, we have several very good general 
agency opportunities in Illinois. We would 
like to hear from several men in that state 
who are prepared to put in their best efforts 
in establishing themselves as worthwhile 
life insurance men. 


Insurance Company 
LOUISVILLE, KENTUCKY 
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Spirit of the Actuaries 


THE visitor at a meeting of the Casu- 
ALTY ACTUARIAL Society is immediately 
struck by the number of life insurance 
actuaries in attendance. When asked to 
explain this interest shown by the life 
insurance men one prominent official of 
a New York company said: “The priti- 
cipal reason that so many life insurance 
men come to these gatherings is that in 
that way they can keep up to date on 
all developments in actuarial lines out- 
side of life insurance and as well can 
keep up their acquaintance among actu- 
aries. For instance, I have met three 
men here at this meeting who formerly 
were connected with my company in the 
actuarial department. This gives me a 
chance to renew acquaintances. 


Who Holds The 


Wao holds the world’s record for the 
largest paid for business during a single 
month? Recently W. W. Kitncman of 
St. Paul, agency manager of the Eourrt- 
ABLE Lire of New York, achieved much 
distinction by announcing that his agency 
paid for $4,652,522 exclusive of group 
insurance during October. The Eguir- 
ABLE stated that this is a record for its 
own agencies and it asserted that so far 
as it was able to discover it eclipsed the 
record of any other general agency of 
any company for a single month. 

There are some competitors, however, 
for this highly coveted honor. Last 
Decentber the Darsy A. Day Acency of 
the Murvat Lire in Chicago announced 
that it had eclipsed all records by hav- 
ing $5,279,000 paid for business that 
month, This was all on the annual pre- 
mium plan. There were no quarterlies 
or semi-annuals in it. 

Joun Newton Russe tt of Los Angeles, 
home office manager of the Paciric Mu- 


“Then again the companies that have 
group departments are interested in the 
casualty work, as, of course, casualty 
companies write group health and acci- 
dent insurance. There is also some con- 
nection between an interest in the 
compensation actuarial work for life 
insurance group department actuaries.” 

Another impression that can not be 
escaped by an observer at any actuarial 
meeting is the brotherhood that exists 
between actuaries. Actuaries are mem- 
bers of a profession and whether their 
work is being done for a casualty com- 
pany, a big life insurance company or 
some industrial concern an actuary is 
still an actuary. He has a common in- 
terest in all actuarial work. 


World’s Record 


TUAL Lire anhounced that in October the 
written business of his agency was $7,- 
000,000. This was produced in honor 
of President Grorce I. Cocnran. The 
net paid business for the month is not 
given. 

Mr. KLINGMAN’s agency deserves 
credit for producing this large amount 
of business in practically rural terri- 
tory. He has the state of Minnesota 
outside of Minneapolis. Therefore the 
agents worked in the country districts 
and the cities of the state other than 
Minneapolis. The total population of 
the entire district of which he has 
charge is 2,527,000. This population is 
scattered over several thousand square 
miles. The Darsy A. Day AcENcy and 
the Jonn Newton Russett Acency had 
a much more fruitful and compact ter- 
ritory to deal with. 

There may be other general agencies 
that have come up to this record. If so 
they should make themselves known. 


Disability and Double Indemnity 


THe Manuatran Lire feels that 
agents who are neglecting to empha- 
size the disability and double indemnity 
features in the policies of most com- 
panies are overlooking a great oppor- 
tunity for service. The MANHATTAN 
Lire takes the position that the adoption 
of these provisions of the life insurance 
contract constitutes one of the most 
notable achievements in the last 10 
years. The company declares that total 
and permanent disability and double in- 
demnity have not only been a great as- 
sistance in the production of business 
but they have had the effect of making 
the policyholder appreciate his insurance 
all the more. The MANunatran feels 
that the addition of these clauses to the 
modern life policies have been a potent 
factor in increasing life insurance vol- 


umes in recent years. The additional 
premiums of course for this added pro- 
tection are small when compared with 
the benefits. 

The Automobile has entered into mod- 
ern life in so many ways. On account 
of numerous traffic accidents the hazard 
of death is greater. The double indem- 
nity feature certainly comes in here as 
a compelling argument. 

Prolonged disability is not infrequent. 
There are many cases of this kind espe- 
cially due to tuberculosis, nervous ex- 
haustion, insanity, paralysis, bodily 
accidents, and soon. The very fact that 
one totally disabled has his monthly 
income relieves to some extent the phy- 
sical and mental suffering which he 
must undergo. The danger of worry is 
removed, 


PERSONAL GLIMPSES OF LIFE UNDERWRITERS 


| A. 











Terming the recently closed Wis- 
consin legislature as a “wrecking crew 
under the iron rod of a political czar,” 
Herbert in, associate counsel of 
the Northwestern Mutual Life, also 
flayed United States Senator LaFollette 
of Wisconsin for his proposal for an 
amendment to the federal constitution, 
granting congress power to overrule de- 
cisions of the United States Supreme 
Court, in an address before the Milwau- 
kee chapter of the American Institute 
of Banking. Mr. Laflin declared that 
never in the history of the country has 
there been such a pitiful exhibition of 
incompetency, both in legislative regu- 
lation and economy, as that exercised 
by the present Wisconsin legislature. 
He charged that this political body has 
been gagged by a boss, who rules it 
with a rod of iron, determining the char- 
acter of its legislation to suit his own 
ends. 

L. Brackett Bishop of Chicago, man- 
ager of the Massachusetts Mutual Life 
and former president of the National 
Life Underwriters Association, left last 
Saturday for a trip abroad. Mr. Bishop 
will tour through the Holy Land as 
one of his objectives. He probably has 
seen as much of the old world as any 
life insurance man on the western con- 
tinent. 


The officials of the Kansas City com- 
panies have arranged for a dinner at 
the Kansas City Club in Kansas City 
next Friday evening for Joseph B. Rey- 
nolds, president of the Kansas City Life, 
in honor of his recent election to the 
presidency of the American Life Con- 
vention. The committee in charge con- 
sists of W. T. Grant of the Business 
Men’s Assurance, Daniel Boone of the 
Midland Life and Ralph H. Rice of the 
National Fidelity Life. 


Lewis C. Laylin, aged 75, former 
president of the Ohio State Life, died at 
his home in Columbus last week and 
was buried Monday at Norwalk. He 
was three times secretary of state of 
Ohio and was assistant secretary of the 
interior under President Taft. 


Following a heart attack, Stephen 
Martindale, district manager for the 
Northwestern Mutual at LaCrosse, Wis., 
died Friday morning at the age of 64 
years. Mr. Martindale was an old resi- 
dent of La Crosse and conducted a 
general insurance business in connection 
with his law practice. For many years 
he was district representative of the 
Northwestern Mutual Life. 


Walter E. May, vi vice-president of the 
Peoria Life, was married last week ha 
Mrs, Clifford Hirt of Peoria. Mr. 
is the son of President Emmet May ‘Of 
the Peoria Life and has been with the 
company since his graduation from the 
University of Michigan, two years ago. 


Walter L. Larsh, Pacific Mutual Life 
manager at Cheyenne, Wyo., died sud- 
denly in a hospital at Boone, Ia., last 
week, following an illness of less than 
two weeks, Mr. Larsh had been at Chey- 
enne for 35 years, more recently with 
the Pacific Mutual and prior to that 
state manager for the New York Life. 


L. Seton Lista. superintendent of 
agents of the New York Life, was re- 
cently elected chairman of the Asso- 
ciation of Life Agency Officials. He 
has been in the employ of the New York 
Life during his entire business career, 
as was his father before him. Mr. 
Lindsay has risen from the ranks hav- 
ing begun with the New York Life as 
a policy clerk in the London office in 
June 1898. He soon saw the greater 
opportunities in the field and left the 
office work for the selling of insurance. 
In July 1902 he was transferred to the 
United States as an instructor in the 
Chicago office and a few months later 
was transferred in the same capacity to 





San Francisco. In 1904 he was pro- 





L. SETON LINDSAY 
New Chairman Life Agency Officers 
Association 


moted to be agency director of the 
Utah branch of the company at Salt 
Lake, and-in April 1906 he became 
agency director of the Seattle branch. 

Mr. Lindsay always made good on 
the jobs assigned to him by his com- 
pany. It was the particularly fine rec- 
ord in Seattle which distinguished his 
work in the field. He built up a splen- 
did business in the Seattle branch and 
on Oct. 1, 1910 became supervisor of 
the northwest territory including, 
Washington, Idaho and Montana, to- 
gether with British Columbia and Alas- 
ka. He proved so successful in organ- 
ization work that in Jan. 1, 1911 he be- 
came supervisor-at-large at the home 
office and a year later asumed respon- 
sibilities of superintendent of agencies, 
which position he has filled with credit 
to himself and the company ever since. 
Mr. Lindsay is the son of C. Seton Lind- 
say, who was for many years resident 
manager for the New York Life in the 
far east and was later manager for 
Great Britain and Ireland. 


Lucius Pfouts, chief examiner of the 
Illinois insurance department, has been 
given a leave of, absence for four 
months. It is understood that Mr. 
Pfouts will not return to the department. 


T. H. Purdon, president of the North- 
ern Life of London, Ont., died at his 
home in London Nov. 14. 


Held for Assessment Policies 


Under a decision handed down in sw- 
perior court at Madison Wis., in the 
case of Frank W. Hall vs. Wisconsin 
Life, that company may have to pay 
the 110 holders of assessment policies 
a total of more than $157,843. 

Mr. Hall brought suit against the 
insurance company a month ago when 
that company refused to pay on a pol- 
icy held by him, and taken out with the 
Natural Premium Life. The Wisconsin 
Life held that it was not bound by cor- 
tracts of the old company, which it suc- 
ceeded. 

The Natural Premuim Life, organized 
in 1895, reorganized in 1899, and rein- 
corporated in 1902 under the name of 
Wisconsin Life. 


Wolcott With Western Protective 


E. C. Wolcott, who has been with the 
National Fidelity Life of Kansas ay 
has become secretary of the Y. M. C. 

there, announcing his connection as Suan 
president and superintendent of agencies 
of the Western Protective of Kansas 
City, with office in the Reliance building 
of that city. The company writes life, 
health and accident insurance on the 
lives of the members of the Masonic, 
Eastern Star and DeMolay organiza 





tions. 
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BILHEIMER CHICAGO SPEAKER 


Address to Association Makes Big Hit 
With Its Human Interest 
Appeal. 


W. E. Bilheimer, consulting sales 
manager at St. Louis for the Franklin 
Life, made a great hit with the Chicago 
Life Underwriters whey he addressed 
the November meeting of the Chicago 
Association Tuesday noon. Mr. Bii- 
heimer presented a “heart throb” talk. 
He has earned a reputation as a speaker 
of ability in various sections of the 
country and lived up to his reputation 
in his Chicago appearance. He was so 
enthusiastically received that it was de- 
cided at the meeting to have Mr. Bil- 
heimer present in January when the 
Chicago Assocication stages its annual 
sales congress. Mr. Bilheimer recently 
conducted the most successful two-day 
sales congress in Kansas City and his 
several other sales congresses on his 
program. . 

Stresses Human Interest Viewpoint 


The point which Mr. Bilheimer stressed 
throughout his talk was that of applying 
the sales approach to the human interest 
viewpoint. He said that efficiency has 
its place to a certain degree, but that,it 
has been much overworked and the life 
insurance salesman must overcome the 
ill-effects of the period of over-efficiency 
and over-systemization. He said the hu- 
man appeal is the important item in all 
branches of endeavor, insurance, litera- 
ture, art and sculpture. Mr. Bilheimer 
said that the natural tendency which has 
grown out of the war has fortunately 
been away from efficiency. It has been 


a “throw-back” to the efficiency period 
which immediately preceded the war, He 
said that the life insurance business is 
closely connected with the heart throbs 
of the world which efficiency unsystemed 
cannot meet. 


Mr. Bilheimer further 


stressed the value of human interest ap- 
proach, rather than the cold systematic 
efficiency basis, as 80 percent of life 
underwriters have never finished gram- 
mar school. He said that it is utter 
foolishness to put the algebra of a col- 
lege mind into a mind that does not even 
know fractions. 


Three Samples of Closing 


The bulk of Mr. Bilheimer’s talk was 
given over to the presentation of three 
samples of closing the sale of a policy 
He used President Harry McNamer as 
his prospect. He first clinched the sale 
of a policy for his prospect’s little girl, 
taking advantage of the approaching 
holiday as the basis of his appeal. He 
pictured a Christmas tree celebration at 
which the little girl was left without a 
gift from the big tree. He said that the 
girl bore this loss with the confidence 
that the parents would provide the neces- 
sary Christmas gift. He then put the 
matter squarely to his prospect as to 
whether he would let this girl go with- 
out the gift in the event of his death. 
The second sale closed was for the pros- 
pect’s small son, on the strength of the 
oldest and greatest American institu- 
tions, “Father & Son.” The third sale 
which he demonstrated was for the pros- 
pect’s own wife. Mr. Bilheimer closing his 
approach, after a “turn down” by the 
prospect with a picture of this prospect 
after his death. He pictured him reach- 
ing down to the window of heaven and 
taking the policy check from the hands 
Veh seam Wabhey Oery set, WUC essvcadin, Ab . 
want you to have it.” Mr. Bilheimer 
asked the prospect if he wished to so de- 
stroy the policy. 


Discuss Bank Credit Dec, 6 





President McNamer announced that the 
Chicago Association will have its Decem- 
ber meeting on Thursday, Dec. 6. This 
early date has been selected to avoid the 
holiday rush. The meeting will be a 
common interest meeting, each membe1 
to bring his banker or bank friend as a 
gift. The subject will be “The Relation 
Between Bank Credit and Life Insur- 





ance,” and the speakers will present this 
from both the viewpoint of the banker 
and the life underwriter. Dr. Walter 
Lichtenstein of the: First National Bank 
has been secured to speak for the bank- 
ers. 

*x* * * 

Fort Worth, Tex.—The Fort Worth 
association last week held the most en- 
thusiastic and profitable meeting it has 
had since its organization last March. A 
luncheon was held at the Texas hotel in 
honor of a visit from Judge John M. 
Scott, insurance commissioner. Approx- 
imately 100 representatives of the insur- 
ance fraternity were present. Judge 
Scott was introduced by Mayor E. R. 
Cockrell of Fort Worth. Judge Scott is 
making a very efficient’ and capable in- 
surance commissioner and enjoys the 
backing and loyalty of the life insurance 
men as a whole. 

Judge Scott is heartily in favor of the 
life underwriters’ association and com- 
plimented them on their growth and the 
effective work which they are doing. He 
is doing many things to raise the stand- 
ard of the life insurance profession, 
among which is the curbing of the so- 
called “bootlegger insurance agent” and 
the “banker part-time agent.” He re- 
ferred to Noah as the first insurance 
agent and to Joseph as the second and 
said he was proud to be following the 
teachings of these insurance men of 
Biblical fame. The Southern Methodist 
University has been conducting a course 
in life- insurance and life insurance 
salesmanship for the past two years. 
Judge Scott made a very eloquent plea 
for a move to be started to endow an 
insurance chair in the university by the 
writing of enough 10-year endowment 
policies to furnish the funds at the end 
of a 10-year period. 

x * * 

Sioux City, Ia.—The speakers at the 
November meeting of the Sioux City As- 
sociation were L. TT. Hemmelgarn, 
credit manager for the Pelletier Com- 
pany, who spoke on “Individual Credit,” 
and Louis S. Wohlburg, credit manager 
for Calinsky Bros., on “The Value of 
Business Credit.” In addition to the 
outside speakers on credit, a symposium 
on “Fitting the Policy to the Prospect’s 
Needs” was given by Roy Sigmond, Jack 
Walsh, J. T. McKinsey, Br. Birran and 
F. A, Tennant. President E. W. Stryker 





of the association turned the meeting 
over to the November chairman, Trus- 
dell & Showalter. President Stryker 
announced that the association is 
launching a drive for new members, 
which will be undertaken in the early 
months of 1924. 
* * * 

Des Moines, Ia.—The Des Moines asso- 
ciation had as a recent speaker W. W. 
Williamson, agency manager of the 
Phoenix Mutual Life in Chicago, who 
spoke on “The Best Life Insurance Argu- 
ment.” Mr. Williamson gave helpful ad- 
vice to the insurance salesman, whether 
an experienced man in the business ora 
man new at the business. He enlarged 
upon the personal equation in salesman. 
ship and he told the men that persona) 
aprearance and proper conduct were es. 
sential requisites to success. Every 
salesman should feel, he said, that he has 
a responsibility to the insurance public 
and to be a successful salesman means 
much more than simply being a good fel- 
low. He said that a salesman should be 
a “hale fellow well met,” but, in addition, 
should have the traits of seriousness and 
dignity. 

x * * 

Richmond, Va.—Eldon D. Wilson, su- 
perintendent of agents for the Richmond 
agency of the Mutual Life of New York, 
was the principal speaker at the No- 
vember meeting of the Richmond asso- 
ciation, his subject being “Education 
with Reference to Life Insurance.” A 
perfect way to advance the cause of 
education, he showed, is through educa- 
tional endowments and life insurance 
bequests. He urged the underwriters 
to take for their motto, “An educated 
world is an insured world.” He cited 
figures showing how Virginia is lagging 
behind in educational work and achieve- 
ments and insisted that it was the duty 
of life insurance men to help in the 
movement to place it on a higher plane 
in that respect. It was announced that 
the December meeting would be known 
as bankers’ meeting, “The Value of Life 
Insurance as a Credit Stabilizer,” to be 
the theme of discussion. 

The association heartily endorsed the 
movement launched by the national body 
with a view of having the income tax 
law amended so as to exempt a cer- 
tain percentage of income devoted to 
payment of life premiums from taxation. 














BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets - . 


$22,900,000.00 





Bankers Life Insurance Co., 
Lincoln, Nebr. 
Gentlemen: 


today. 


interest. 


. profit to me of $2,297.07. 


Wymore, Nebr., October 5, 1923. 


Your General Agent, Mr. A. H. Gray just handed me your draft for 
$869.07 being the surplus earned on my twenty-year policy which matured 


I am well pleased with this settlement as I have had twenty years pro- 
tection for my family and now I have a $3,000.00 paid-up policy for life which 
will draw dividends as long as I live and pay to my estate $3,000.00 at my 
death, and should I ever want to borrow on my policy I can borrow $1,176.00 
any time at six percent with the privilege of paying it off any time and 
stopping the interest or I can use the money as long as I want to pay the 


My investment has cost me $1,572.00 which is now worth $3,869.07, a net 
Thanking you for your prompt and most liberal settlement, I am 


JAMES A. COLGROVE. 


Yours truly, 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 


















If interested, consult one of our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 


Name of Insured........ James A. Colgrove 
Residence................. Wymore, Nebr. 
Amount of policy................. $3,000.00 
Total premiums paid............. 1,572.00 
SETTLEMENT 
Total cash paid to Mr. Colgrove. .. . .$869.07 
And a paid-up participating policy for 












$3,000.00 














a eee 

















Nov 


\} | 


I> 2) 838° 80 

















lucated 
» cited 
ageing 
chieve- 
e duty 
in the 
- plane 
>d that 
known 
of Life 
’ to be 


sed the 


al body 
me tax 


a cer 
‘ted to 
xation. 
nie. 





November 22, 1923 


LIFE INSURANCE EDITION 


21 














Only high-type men and women can obtain 
contract to represent company. 

Open pte & 5 in Ohio and Minnesota. 
Interesting General Agent’s contract di- 
rect with Company backed by real co- 
oper ation. 


Cuurrow Matonay 
President 
A. Mose.azy Horxins, Manager of Agencies 


Home Office 
111. N. BROAD ST., PHILADELPHIA, PA, 





Jacxson Matonzy 
Vico Presid 











HOME LIFE INSURANCE Co. 
New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows 
Premiums received during the year 1922.$ 7,369,835 


Payments to yy and their 
beneficiaries in Death Claims, idow- 
ments, Dividends, Etc............... 5,400,769 
Amoun to the Insurance Reserve 

ate aeoenenescugsonsensnngsesesce 2,206,762 
Net Interest Income from Investment.. 2,110,922 
($722,352 im excess of the _tmount 

required to maintain the rese 
actual aay experience ro 8% of 

amount expected. 
meee BD De cccccccccccccescece 232,163,052 
Admitted Assets .........ccccccecceees 46,253,715 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohie 
220-233 Leader-News Building 
CLEVELAND, OHIO 














THE PENN MUTUAL 


is national in the scope of its oper- 
ations. It is individual in the serv- 
ice that it renders to its members 
and to its field representatives. 
Back of your independence it is 
ready to stand as an economic bul- 
wark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 
































Que + 
Provident Life 
urance Company 
Bismarck, North Dakota 

Tnsurance tn Force, $13,500,000 
HH. 
STEELE, F. L. CONKLIN, 
C1 YOUNG, H.B.BEACH, , 
Vice-President Asst. Sec. and Actuary 
JL BELL, W.H. PODENSTAB 
\ Treasurer Medical Du 
) t 


A committee consisting of N. D. Sills, 
chairman, E. M. Crutchfield, and J. BEB. 
Woodward was appointed to devise the 
mgst practical means of bringing pres- 
sure to bear upon the Virginia repre- 
sentatives in Congress and enlisting 
their support, 
x * * 

Keokuk, Ia.—The Keokuk Association 
met Nov. 7 for luncheon with Rev. 
Huell Warren as the principal speaker. 
Out-of-town guests were H. M. Cuerden 
of Hamilton and W. H. Bicker of 
Nauvoo, associated with the local agen- 
cies. 

* * * 

Albert Lea, Minn.—A local association 
is being formed in Albert Lea, a prelim- 
inary meeting having been held at which 
two temporary committees were ap- 
pointed to work out the details of or- 
ganization. At the first gathering there 
was an excellent turnout of life under- 
writers and a strong local association is 
in prospect. 

x * &* 

Omaha, Neb—The Omaha association 
is planning a two-day sales congress on 
Thursday and Friday, Jan. 3-4, with W. 
E. Bilheimer, consulting sales manager 
at St. Louis for the Franklin Life, as the 
leader at the two-day session. The life 
insurance men from many neighboring 
cities are being registered for this sales 
congress and a valuable and educational 
and “pep” session, under the direction of 
Mr. Bilheimer is being planned. 

*x* * * 

Oklahoma—The Oklahoma association 
has scheduled the first common interest 
meeting, in conformation with the plan 
outlined by the National Association, for 
Dec. 11 at Tulsa. J. J. McGraw, presi- 
dent of the Exchange National Bank of 
Tulsa, will present the bankers’ attitude 
towards life insurance, and George 
Lackey of Oklahoma City, state agent of 
the Massachusetts Mutual in Oklahoma 





and vice-president of the National Asso- 
ciation, will speak for the life insurance 
men. 

x * * 


Boston, Mass.—Frank L. Jones of In- 
dianapolis gave his address on “Funda- 
mental vs. Acquired Needs” before 230 
members of the Boston association 
Thursday at the November luncheon, it 
being the largest luncheon gathering 
ever held by the club. Mr. Jones held 
the closest attention of the underwriters 
in his masterly and scholarly presenta- 
tion. 

President Robert W. Moore, Jr., in 
opening the luncheon, announced that 
100 members had been added duting the 
past year, making the total membership 
625. Andrew Case of the Union Central, 
having completed 25 years with the com- 
pany, and being 59 years old on the day 
of the luncheon, was called to his feet 
and presented with a bouquet. A jazz 
orchestra enlivened the occasion and 
tenor solos were rendered by Howard 
Bragdon. 

President Walton L, Crocker of the 
John Hancock, Vice-President George W. 
Smith of the New England Mutual Life, 
and a number of local general agency 
managers sat at the head table. 

x * * 

Grand Rauids, Mich.—George H. Har- 
ris, field supervisor of the Spn Life of 
Canada of Montreal, was the principal 
speaker at the dinner meeting of the 
Grand Rapids association last Thursday 
evening. Mr. Harris, who is well known 
in Grand Rapids, and has spoken there 
before, took at his subject, “Thoughts 
on Salesmanship.” 

x *x * 

Fargo, N. D.—The North Dakota as- 
sociation will hold a get-together meet- 
ing in Fargo some time in December. 
The annual meeting will be held in 
January. 
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LIFE POLICIES 








Policy | Literature, Rate Books, etc. 
Digest” 
e PRICE, $3.50 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “Unique Manuai- 
t” and “Little Gem,”” Published Annually in May and April respectively. 














INTERNATIONAL’S NEW RATES 


St. Louis Company Issues Rate Book 
Covering Policy Changes and 
New Schedule 


The International Life of St. Louis 
has announced its new rate schedule, as 
well as the policy changes reviewed 
recently, the rates at five year inter- 
vals on leading forms being as follows: 


Nonparticipating $1,000 


Ord. 
End 20 15 20yr. 15yr, 10yr. 
at85 Pay. Pay. End. End. End. 
Age $ $ 3 $ By $ 
10... 12.24 19.69 se GORE. sec eee 
15. 13.08 20.78 pen GE she ion 
20. 14.50 22.44 26.97 41.32 57.73 90.11 
25... 16.32 24.46 29.39 41.69 58,08 90.44 
30... 18.65 26.90 32.29 42.22 58.56 90.90 
35... 21.69 29.92 35.82 43.05 59.26 91.56 
40... 25.80 33.76 40.24 44.51 60.50 92.52 
45. 31.38 38.71 45.77 46.97 62.52 94.05 
50. 39.06 45.32 52.83 51.11 65.90 96.88 
55. 49.75 64.38 62.02 657.93 71.43 101.36 
60. «+e. 67.33 74.60 69.13 80.70 108.23 
Becec. cece, GE ccce GEES cece cvce 
Nonparticipating $5,000 
Age Prem. Age Prem 
See $61.61 Mecceeesece $100.55 
BPscocesesed 68.08 Wcévevenees 118.68 
BPsacceedeos 76.26 Tnccceseccs 143,17 
DPcovccsoces 86.81 GPviacccoesee 176.70 
Special Combination Series $1,000 
Ord. 20 Pay. 20 Yr, 
Age Life Life End. 
BP sccaccces $13.53 $21.78 $46.73 
BD seccceses 14.76 23.27 46.86 
ae aceceseus 16.31 25.07 47.07 
BD wecteccee 18.35 27.37 47.56 
PD. secesvcee 20.97 30.15 48.20 
SD ‘accccoccs 24.39 33.57 49.15 
OD necveseue 28.91 37.82 50.65 
GS ccccccece 35.01 43.31 53.20 
BP eccosecee 43.39 50.62 57.61 
TD weseceses 54.94 60.63 65.00 
BD sesvecess 71.04 74.81 77,06 
BS coccceeds 93.31 95.09 95.90 
Triple Option Series $1,000 
Ord. 15° 20 10yr. 15yr. 20yr. 
Life Pay. Pay. End. End. End. 
Age g $ $ $ 3 $ 
10... 15.65 se esee!' * 48.62 


15... 17.04 





eee 48.92 
20... 18.88 34.96 28.95 104.68 67.48 49.32 





25... 21.10 37.81 31,35 104.99 67.98 49.87 
30... 23.95 41.18 34.23 105.58 68.63 50.61 
35... 27.61 45.24 37.75 106.41 69.59 61.75 
40... 32.42 60.17 42.12 107.63 71.04 63.52 
45... 38.87 66.30 47.74109.53 73.40 56.46 
50... 47.70 64.23 65.32112.87 77.48 61.44 
55... 60.20 75.07 66,15 118.83 84.58 69.94 
6 . 77.69 89.94 81.60128.34 96.06 83.55 
65 2OZ.48 220 UGBSB coce «++ 104.01 
Term, Nonparticipating $1,000 

5-Yr 10-Yr 15-Yr 20-Yr. 
Age Term Term Term Term 
20°.. 7.91 8.19 $ 8.50 $ 8.86 
25. 8.20 8.55 8.9 9.4 
30. 8.61 9.06 9.61 10.29 
35. 9.24 9.87 10.70 11.83 
40 .... 10.41 11.42 12.82 14.69 
45 .... 12.38 14.16 17.07 20.15 
50 .... 16.67 19.80 24.38 sen 
65 .... 24.21 29.48 eee 
60 37.08 sees 

Single Premium $1,000 

Age Prem, Age Prem 
BBocccvccece $265.07 Drcccececes $410.03 
ee 284.97 Pasneasaded 456.00 
Peeeeeesess 308.73 DPceceseoess 508.49 
aes 337.02 BB ccocsesese 576.34 
Bie ccccecsves 370.55 Beccccceces 639.46 


ISSUES CHILDREN’S POLICIES 


North American Life of Chicago Gets 
Out New Series of Forms 
for Ages 1-14 


The North American Life of Chicago 
has issued a series of policies for chil- 
dren, the new group including the 20 
year endowment, 15 year endowment, 
10 year endowment, endowment at age 
21, endowment at 35 and 20 pay life. 
Disability and double indemnity bene- 
fits are not included and no such stand- 
ard policies will be issued. The ages 
covered by these policy forms will be 
one to 14, with the exception of the 
endowment at age 21, which will be 
issued from ages one to 10. No appli- 
cation will be considered for less than 
$500 and on an amount less than $1,000 
one-half of the medical fee must be paid 
by the agent. Ordinarily the anfeunt 
will be limited to $2,500, an occasional 
exception being made on the 20 year 
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We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
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MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 
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In all the History of Life Insurance, there have been 
Few Developments as Significant as the Growth of the 
COLUMBUS MUTUAL LIFE INSURANCE COM- 
PANY, the Company which first Eliminated General 
Agents and other Middlemen, which First Gave Vested Re- 
newals, and which First Gave Unrestricted Territory to 
Agents.. There are other Innovations to the Credit of the 
COLUMBUS MUTUAL LIFE, including Perfected En- 
dowment Policies. If you think of a Change in Connections, 
write Your Name and Address on the Margin of this Ad- 
vertisement and Mail to the Home Office of the COLUM- 
BUS MUTUAL LIFE at Columbus, Ohio. The Most 
Interesting Insurance Literature You ever Saw will be 
Forwarded to You. Such an Inquiry Involves no Obliga- 
tion. 


[* recent months two men have given up $10,000.00 annua salaries to go with the 
COLUMBUS MUTUAL LIFE, although this Company pays no salaries. In the long 
run they will do much better with the COLUMBUS MUTUAL however. 











A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10, "488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 
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endowment and higher premium plans. 
The death benefits are graded below 
age 10, being reduced $100 for each year 
below the 10th. At age 10 all policies 
carry the face of $1,000. These policies 
will be issued only where the beneficiary 
shall have a definite insurable interest 
in the life of a child, therefore, only 
when applied for by a parent or some- 
one responsible for the care and sup- 
port of the child. Installment options 
are offered, so that policies may be dis- 
tributed over any prescribed period. 
This is particularly for the benefit of 
monthly payments during the educa- 
tional period. For example, a $2,000 
policy may be made payable in monthly 
installments of $44.16 payable for 48 
months, covering the usual four year 
college course and making a total pay- 
ment of $2,115.68. The annual premium 
per $1,000 on the new forms being is- 
sued is as follows: 
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Boston Mutu Mutual Life 

The Boston Mutual changed its 
dend scale on June 1, 1923, and this 
scale will hold until June 1, 1924. On 
life and term policies the company is 
paying 1 percent on interest savings, 
16% on mortality savings. On enddw- 
ment policies it is paying 1 percent in- 
terest earnings and 20 percent on 
mortality. 


divi- 


Indianapolis Life 
The Indianapolis Life announces an 
“extra dividend” of 20 percent of the 
regular dividend, beginning with pur- 
ticipating policies dated Nov. 15, 


Lamar Life 
The Lamar Life is now writing insur- 
ance on males as young as 10 years on 
any plan except term and ordinary life 
and for amounts of’ $1,000 and up. The 





applicant must have passed his tenth 
birthday. Female applicants will not be 
written for ages under 15, 





Indianapolis Life 
The Indianapolis Life is putting out a 
new child’s endowment policy. 





National Life & Accident 


The National Life & Accident of Ten- 
-nessee has added an endowment at age 
65 to its line of ordinary policies. Within 
the last year the National has developed 
a complete line of ordinary policies in 
addition to the full line of industria) 
policies. 





Prudential 


The Prudential has increased the limit 
it will write on a single life from $200,. 
000 to $250,000 on ages 25 to 50. The 
Prudential has increased its limit rapidly 
in recent years, its high mark only a few 
years ago being $50,000. The rapid in- 
crease in resources of the company has 
justified the many increases in policy 
limits. 





American National 


The American National of St. Louis 
has reduced its rates for five and ten- 
year term insurance, but will accept no 
term insurance for less than $3,000. The 
new rates are: 


Age sane Term 
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NEWS OF CONSERVATIVE LIFE 


Company Is Making a Drive to Close 
the Year With $17,000,000 of Insur- 
ance in Force 


The Conservative Life of South Bend, 
Ind., is making a drive to close the year 
with $17,000,000 of business in force. If 
it does this it will mean an increase of 
approximately $3,000,000 for the year. 
A. M. Koslowski is appointed superin- 
tendent of the Gary, Ind., district of the 
Conservative Life. Mr. Koslowski has 
been connected for a number of years 
with a large industrial company, but de- 
cided that he wanted to write monthly 


industrial instead of weekly. 
Louis Balogh, a veteran agent of the 
company, who started his services Jan. 


1, 1914, still keeps up a fine pace in the 
way of earnings. In October his voucher 
showed $645.20. He was closely followed 
for the month by Agent Joseph Martin 
of South Bend, who made.: $606.85. 
Kaminski, E. Chicago, $485.74. Cerajew- 
ski, E. Chicago, $417.18. Baschab, of 
Hammond, $321.73. 

September was “President’s Month.” 
President Place offered special prizes to 
the men for results during that month. 
The biggest winner amongst the super- 
intendents was Wm. Bobrowski of East 
Chicago, $211.38, while Wester of South 
Bend drew down $184.52. Leonard of 
Hammond, $23.94. Amongst the indus- 
trial agents there were a number of men 
who qualified for prizes, the leader be- 
ing Kaminski of East Chicago, $169.23; 
Balogh of South Bend, $151.45; Weiss, 
Bast Chicago, $140.87; Cerajewski of 




















East Chicago, $87.44. 








On Dec, 1 Vice-President A. S. Burkart 
will leave the home office, accompanied 
by Industrial Agent Kaminski of East 
Chicago, Ind., Joseph Martin of South 
Bend, Ind., and Ordinary Agent M. Braun, 
South Bend, for a trip to New York, 
Washington and Philadelphia. During 
the course of this trip Mr. Burkart 
will attend the meeting of the Life In- 
surance Presidents’ Association in New 
York, and, incidentally, pay the expense 
for the agents accompanying him. He 
promised every industrial agent who had 
$200,000 of ordinary business paid for on 


the annual basis for the first eleven 
months, the trip. 
Prudential News 
Agent Clarence O. Shockley of Nel- 


sonville, O., leads his Prudential fellow- 
workers in industrial increase for 1923. 
Furthermore, on a large debit he has 
arrears of only 2 percent, and advance 
payments of over 600 percent. He 3s 
also doing very well in ordinary. 

Assistant Superintendent William J. 
Vouwie, Detroit No, 1 district, is the 
leading assistant in the @ivision i 
amount of ordinary net new business 
for the year. 

The following agents are among the 
leaders in amount of ordinary net neW 
business for the year: William H. Mc- 
Connell, Detroit 3; Otto A, Rissman, De 
troit 3; Edward H. C. Kemper, St. Paul; 
Louis C. Boehme, Milwaukee 1; John J: 
Baloc, Minneapolis; Hans C. Jensen, St 
Paul. 





Two Men Promoted 


The Hartford office of the John Hat- 
cock Mutual Life has announced the 
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promotion of two of its field 
be assistant superintendents. Vincent 
J. Mastrodi will be assistant at White 
Plains, N. Y., and William F. O'Connor 
at the Hartford office. Mr. O’Connor has 
peen a leading agent in Hartford for 
the past two years and is well qualified 
for his new duties. He was a member 
of the board of aldermen from 1919 to 
1921 and was employed as assitant plant 
engineer at Colt’s before entering the 
insurance field. 


agents to 





News of the Prudential 


Agent Andrew Cacioppo of the Kan- 
sas City No. 1 district of the Prudential 
has clearly demonstrated his ability in 
looking after the various details of his 
agency. The progress which he has 
made has merited his promotion to the 
position of assistant superintendent in 
the same district. 

Agent Barl P. Champion of Tulsa, 
Okla., leads the agency staff of Division 
“L” in the writing of ordinary. He has 
also shown splendid progress in the 
building of industrial increase and his 
advancement each week has been very 
noticeable. In fact, there is no phase 
of his agency work that is not given 
the most careful attention and thought. 
His debit is in fine shape at all times 
regarding collections and low arrears 
which clearly indicates the thorough 
manner in which he gives attention to 
everay detail of his agency. 

To the credit of Michael A, Cutler, of 
New Haven, Conn., district, goes a group 
ease, the fire one to be issued in that 
district. 

Division B announces the promotion 
of Louis S. Greenberg to superintendent 
of the Brooklyn No. 8 district. Mr. 
Greenberg for many years was an as- 
sistant superintendent in Long Island 
City. 


Presents Strong Case 
Against the Part-Timer 


STRONG case against part-timers 

in the life insurance business is 
given by J. A. Campbell, manager of 
the Central branch of the New York 
Life in Chicago. Mr. Campbell has no 
part-timers in his office. He will not 
take on new men on a part-time basis, 
with the possible exception of permit- 
ting a man to try his hand at the busi- 
ness for two or three months, 90 days 
being the maximum allowed. He for- 
merly employed part-timers, but has 
found his experience with part-timers 
unsatisfactory and unprofitable. 


Past Records Cited 


Basing his opinions on facts and not 

surmise, Mr. Campbell believes that too 
strong action cannot be take about this 
question. He recently made an exami- 
nation of the past records of his agency 
and found that of the inen who entered 
the agency on a part-time basis ten 
years ago, net a man is still in the of- 
fice. The mortality of the agency con- 
tract in the case of part-timers was se- 
vere. They did not stay in the business 
long and did not develop a volume of 
business to. pay for the time and money 
expended. 
_ Mr. Campbell found that all the part- 
time men in his office, between 15 and 
20, did not produce more than $200,000 
life business together. This big group 
of men could not produce the equiva- 
lent of one good full time man. It was 
decided that the agency would profit by 
discontinuing all part-time contracts 
and placing one additional full time man 
on the force. Mr. Campbell followed 
this procedure, with remarkable results. 
He has found that the full time men, 
Properly selected, will produce in the 
ist few months all that several part 
time men could produce in a year. He 
has had excellent results with his new 
ull time men, one who joined the 
agency the first of October writing 40 
applications in the first five weeks and 
another writing 20 applications in the 
same period. 


Part-Timers Disrupt “Family” 


Another reason for Mr. Campbell’s 
Prejudice against part-timers is that 
ey disrupt the family. Mr. Campbell 
as taken special care to develop his 
agency on a close “family” basis. It is 





He is 
counsellor and guide for the entire 
agency force. He believes that the in- 
jection into the ranks of a lot of part- 
time workers interferes with this sys- 
tem. It brings in men who are not 
wholly interested in. life insurance. 
Their particular interest is in some 
other line, being in the life insurance 
business for a few policies that may 
come their way. They detract from 
the spirit of the office and seem to break 
down the morale. This, added to the 
additional cost without proportionate 
returns, has been sufficient to persuade 
Mr. Campbell of the disadvantages of a 
part-time system and the advantages of 
a wholly full-time system. 


a single unit, working together. 


Massachusetts Savings Bank Report 


The six savings bank life insurance 
departments licensed in Massachusetts 
had total business in force Oct. 31 of 
$25,831,000, an increase of $5,811,000 
over the previous year, according to 
Deputy Miss Alice H. Grady, whose 
annual report has just been given out. 

The system has been in operation now 
for 15 years and besides the six banks 
having life departments there are some 
66 banks identified with the system 
throughout the state. The report shows 
that premiums received during the year 
from policyholders amounted to $685,- 
000. Payments made on account of 
death claims were $110,742. Dividends 
paid to policy holders aggregated $190,- 
000. The amounts held in reserve and 
surplus and guaranty funds for the 
benefit of policyholders exceeds $2,750,- 
000. 

A ten years saving insurance ptan 
was inaugurated during the past year 
which gave some impetus to the system, 
being in the nature of a ten year en- 
dowment. 


Assessment Mutuals Elect 


Dr. George W. Hopkins, president of 
the Pure Protection Life of Cleveland, 
and the entire staff of officers were re- 
elected at the annual meeting of the Na- 
tional Association of Mutual Life Un- 
derwriters, held in Chicago this week. 
The two-day convention of these assess- 
ment life men was filled largely with 
discussions of their individual problems. 
Among the outside speakers were Her- 
man L, Ekern, attorney-general in Wis- 
consin and former commissioner of that 
state, and Rufus M. Potts, former IIli- 
neis commissioner. The entire slate of 
officers reelected is as follows: Presi- 
dent, Dr. George W. Hopkins, president 
Pure Protection Life Association of 
Cleveland; vice-president, Edward M. 
Martin, vice-president Guarantee Fund 
Life Association, Omaha; secretary, 
Nelson O. Tiffany, president Masonic 
Life Asociation, Buffalo, N. Y.; treas- 
urer, A. F, Davies, secretary Knights 
Templars and Masonic Mutual Aid As- 
sociation, Cincinnati. 


Protective Life Doubles Capital 


Officials of the Protective Life of 
Birmingham, Ia., last week declared a 
stock dividend of 100 percent and a 
cash dividend of 10 percent. The an- 
nual report shows that the company 
has grown from a business with assets 
of $141,000 sixteen years ago until it 
now has assets of over $2,250,000. The 
authorized capital is now $400,000 and 
the surplus $150,000, The company 
was organized in Birmingham 16 years 
ago by former Governor William D. 
Jelks, who is still president, Ben W. 
Lacey is secretary. 


Mid-Continent’s Contest Plans 


A prize contest period was recently 
announced by the Mid-Continent Life of 
Oklahoma City, beginning Nov. 1, and 
ending Dec. 29, the close of the com- 
pany’s fiscal year. On Monday, imme- 
diately following the end of the con- 
test, the annual agency convention will 
be held at the home office, according to 
announcement made by Edwin Starkey, 
vice president. Some speakers of note 
will be present and an interesting pro- 
gram is in preparation fer the meeting 
which promises to exceed all previous 
efforts. 





Come and Grow and Thrive 
with LOS ANGELES! 


Los Angeles, industrially, has risen from twenty-sixth 
place to tenth place in five years. The city has 4,200 manu- 
facturing plants, employing over 170,000 workers. The value 
of the manufactured products of these plants in 1922 exceeded 
$959,000,000. 

Four transcontinental lines enter the city. The em- 
ployees of these railways residing in Los Angeles, number 
10,000. 

Sixty-two steamship lines enter the harbor. Over 50 per- 
cent of the Panama tolls are paid by Los Angeles. 

In this bustling city of nearly one million population— 
largest on the Pacific Coast—is situated the Home Office 
Agency of the oldest and largest Life Insurance Company in 
the West—THE PACIFIC MUTUAL LIFE—S55 years old— 
assets $75,000,000. The Agency has a monthly paid produc- 
tion of two millions (in eight counties). 

You are invited to join this Agency and to grow 
with Los Angeles. Write for particulars of the new 
Multiple Protection Policy, that 

“Pays FIVE WAYS” 


Covering Sickness, Accident, Permanent Disability, 
Old Age and Death. 
Liberal Agency Terms. 
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OLSSON S/W 18/11 


Write for information to 


JOHN NEWTON RUSSELL, Manager, 
Home Office Agency 


Pacific Mutual Life 


Pacific Mutual Building 
Los Angeles 


55 Years Old 


TAXUTANU TAN TONU TOXIN ANN YONU OXON 


Assets $75,000,000 
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When the word comes back from the Home Office, 
“Application rejected,” it means that the agent has 
spent a great deal of valuable time unproductively—that 
it has been wasted, and that his sales efficiency has been 
greatly lowered. 


The Medical Life writes a policy that enables life in- 
surance salesmen to avoid lowering their sales efficiency 
—a policy exclusively for Sub-standard risks. And, con- 
sidering the vast numbers of impaired risks, this policy 
brings numerous good sales for the solicitor. 


Medical Life also writes the regular Standard policy and 
a Child’s Endowment policy in addition to this special 
policy, and can offer new representatives several attrac- 
tive propositions. Write for further information. 
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E. E. BROWN 
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SAFE AS A GOVERNMENT BOND’ 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT «*° MONTHLY INCOME INSURANCE 


BSE LATEST POLICIES AND AGENCY CONTRACT A@AZaE 
Openings OHIO, IND. KY. MICH. and W.VA. Write Columbus 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts to agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 








Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can col- 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 
ALBERT E. AWDE, Supt. of Agencies 








MORE THAN 50% 


of the business written by some of our larger 

agencies is a direct result of the Fidelity lead 

service. Our agents interview interested | " 
a 


a ay le who have written the 
ffice for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 


serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 

















a week is the cost of The 
Sc National Underwriter by 
annual subscription. 








VALUE OF RIGHT MENTAL ATTITUDE 











the Insurance Research and Re- 

_view Service of Indianapolis, 
speaking before a recent meeting of 
the Life Underwriters Association of 
Canada in Montreal, talking on “Men- 
tal Attitude,” presented vividly the value 
of the right mental attitude in attaining 
success, especially applied to life in- 
surance salesmanship. Mr, Oakes said, 
in part: 
_ To create the right mental attitude 
it is necessary to extend the scope and 
make it the right soul attitude. The 
right mental attitude is of a divine 
nature since it creates and at the same 
time is dependent upon things as they 
are. 

To procure the right mental atmos- 
phere includes these conditions: Right 
relations with God, definite study and 
reading, sympathetic contact with hu- 
manity, deep meditation, strong deter- 
mination, and plans that carry through. 

Physical fitness should help, but poor 
health need not be a hitching post. And 
physical handicaps one cannot control 
can be dismissed. 

The right mental attitude must be 
based upon facts if it is going to hold. 
“Hot air” promises lift, but fall flat. 

The time to begin to create the right 
mental attitude is the hour when you 
can arouse yourself to feel the urge. 
I do not believe that you have to wait 
for the right moment. 

William Jennings Bryan preached a 
whole sermon on service and success 
when he said, “Whenever the rising sun 
enters your life, it is the time to get up.” 


Real Power Is 
Found in Action 


The evident reason why the right 
mental attitude can work wonders is 
the fact that it is the power of God in 
action. 

Two negative forces are always at 
work to thwart results from the right 
mental desires. One is the desire to 
hold on to old ways—to continue in 
ruts—to cling to the things we can put 
our hands on rather than to steer by 
our real senses. This danger is quite 
akin to the danger a whole company of 
monkeys found themselves in down in 
South America. A man bored holes in 
a quantity of cocoanuts, drained out 
the milk and filled the cocoanuts with 
rice. To each cocoanut he tied a rope. 
The monkeys came, they stuck in their 
paws, grabbed the rice, but were un- 
able to pull their doubled up paws 
through the holes. They didn’t have 
gumption enough to let go the rice— 
and were captured. 

To have the right mental attitude and 
not to endeavor to make the most of 
it is to fail miserably. James puts it 


M ‘tte ins B. OAKES, president of 











Organization 
Methods 


Main Office: 40 Rector St., New York 
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H. A. HOPF AND COMPANY > 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment 


Standardization 
Modern Office Planning 


this strong, he says: “Every time you 
thwart an emotion to do something that 
should be done, you grow weaker, less 
able to attract the right emotions and 
less able to act upon the ones you have.” 
In his statement, he has included the 
second negative force that seeks to de- 
stroy the right mental attitude —the 
giving way when the real test comes. 


The Price of Success 
Must Be Paid Gladly 


To create the right frame of soul and 
mind, one must come to see that it is 
his duty to succeed. It is not a duty 
to be wealthy, but upon mankind is 
put the obligation to make the most 
of his trusteeship. The man who buries 
his talents was condemned and a for- 
feiture put upon him two thousand 
years ago. 

A man must be willing to pay the 
price of success—not only willing, but 
glad. Any time any salesman is glad 
that the prospect is out, he is not 
in the right mental attitude. 

In our souls are the seeds for the 
right mental attitude. Lie on your back 
in a free state of mind and think of 
what you could do if you could do so 
and so and you will realize that you 
are contemplating merely what you 
could do if you would—and then—then 
it is all a question of what you will do. 

If you were the son of a king, you 
realize that you could almost do mir- 
acles. You are the son of a king. 
You can do miracles, if you have an 
aroused sensibility. 


Is Curse or Blessing, 
as the Individual Decides 


There is a fact that is a curse to 
some men and a blessing to others—the 
fact is that “Every day. is a fresh be- 
ginning, every morn is a world made 
new.” It is a blessing as long as you 
use it to reach out for the gold of the 
dawn and don’t put off today because 
tomorrow is coming. 

Many men get the right mental at- 
titude, but they forsake it when they 
need it most. Did you ever stop to 
think why an insane person is so strong, 
why it takes three persons to hold a 
crazy person from doing a thing. It is 
because he is centered on his desire. 
He counts no costs. He goes after 
results. 

Job’s whole trouble lay in the fact 
that he did not exercise the right men- 
tal attitude—he knew—he was not in 
doubt at all—an yet he suffered the tor- 
tures of the damned for a long period— 
purely and solely for the same reason 
that we today look lop-sided after see- 
ing straight. 


To Acquire Right 
Attitude, Seek Base 


How to sustain the right mental at- 
titude is first a question of getting the 
right mental attitude—see all in a flash 
—and knowing so well that it is the 
right mental attitude that to waver 
from it is to sin. 

There are very definite methods that 
may be employed for building up the 
right mental attitude. An effective way 
is to “put first things first” and in 











Western Office: 327 S. La Salle St., Chicago 











the handling of each case to remember 
that what you say to the prospect may 








HARRISON B. SMITH, President 





George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


resents opportunity for liberal contracts covering definite territory with 
ome 


ce registry and with power of 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 


appointment of sub-agents 











contribute largely to the fate of th 
nation, that you are dealing with th 
foundations on which men erect struc 
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tures—a home maintained and childre bt 
educated to carry on the work of th uestion 
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, oh i 7 st 
An underlying principle to keep j; ot 
mind is that “slacking up” in men sto © 


attitude entails enormous losses. Thy 
express train that starts at the sam 
hour as the local draws steadily awa 
from it, not on account of higher spury 
of speed—for frequently on the sam 
stretch of track the lighter train trave 
the faster—but because the express traiy 
is not handicapped by frequent sloy 
downs. 
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Law of Determination 
Brings Its Rewards 







Success at the end of an hour or; 
day or a year is affected to a larg 
degree by the manner in which th 
law of determination is called into pla 
through mental attitude and physicd 
fitness. 

The law of determination does no 
stop in its effects with a proportion 
ate increase according to determination 
The, increase is multiplied by a ratio 
that gains size much affer the order ¢ 
a rolling snowball. 

The determination to do one thing 
affects all the other things to be done 
A determination to put in 38 hours, 
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week in the field if it is kept not only '*ked 
increases results by so many hours but “as r- 
it also increases the per hour value oj °""Y 
every hour put in, because the deter. i tel 
mination affects the quality of each cal 4 dc 
and the intensity of each interview. oe tax 
The degree of determination ver oP : 
often can be measured accurately i ae a 
percentages as recorded in registering eV het 
the work of an individual agent who hai meee 
been putting in 18 hours a week in th}: vin 
field and who determined to and did tal po 
put in 38 hours a week. The difference hi b . 
between 18 hours and 38 hours was i To yon 
difference of 110 cents in hours, but 2 “at 
difference of 290 percent in results. oe be 
Mental attitude is often rewarded in tal attit 
proportion to the mental ability to “hold little gi 
on two minutes longer. he wer 
A Budgeted Life Ment 
Aids in All Work ein 
ity in 
A budgeted life makes it possible tof the for 
utilize the right mental attitude along Bi attitude 
all lines, makes it possible to take life §} cough. 
day by day and build it into a definite J of the ; 
success. a large 
In the discussion of budgets the other} coughi 
day I heard a speaker use Niagara Falls Many | 
as a forceful illustration. He pointed Over 
out the fact that the great bulk of we 
ter that flows over the falls is simply The | 
the scenery in a stupendous spectacle § talized 
of nature, but that the little stream Bi other « 
that is diverted through the narrow §§ North 
canal and which passes through the §§ month. 
turbines, turns a thousand wheels is 9% determ 
industry. He made the point that it 5 B% preven 
precisely the same water but that * 9 !zation 
passes through controlled channel. could g 
To be a complete success the budgeted BH cach a 
life must include a program that reaches J Month. 
into eternity. The program must have 9% Sixty-s 
definite soul, social and material lines Bj Wotas 
It must provide for definite achieve by the 
ments at definite times. of $77 
The bigger the program and the ff July, 1 
closer the program is followed, tht § Phra 
more one gets out of life. control 
—such 
A Definite Success “your 
Can Now Be Mapped tay 
; e 
It is possible today, to project ont’ BM facts, | 
desires into the future, to determme results 
where we want to be 20 years 10® BM cess.” 
now and the things we want to havt B} man j, 
accomplished in the meantime. If ¥¢ I§ God gi 
will chart these desires, fixing periods with a 
where they are to mature, and W If y 
chart the road backward by years 4° life ins 
months to today .we will have belot BH to do 
us a straight road to victory—a a wheths 
that we can travel by meeting the * before 
lotment for each month. who ¢ 
Mental attitude can be fed and su limit 





tained by pictures of the rewards, . 
following a definite program and budg 
of time and money and it can 
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LIFE INSURANCE EDITION 











jmulated by the horrible examples of 
frifting lives. 
The younger the man is who gets 
nto the right mental attitude on the 
nuestion of spending his life, the longer 
he has to enjoy the fruits of control and 
he older a man is the better able he 
5s to realize what drifting has cost 
him——a realization that ought to bring 
blinding light that will change his 
imental attitude in a minute, as the 
great ligt made Paul of Saul. 
Material conditions are not the con- 
rolling conditions. It is the easiest 
thing in the world to say that if one 
were only in a different territory or 
represented another company or had a 
diferent class of prospects that failure 
would be turned to success. This is not 
true. 
Failure results from mental attitude 
and personal equipment that spells fail- 
ure. Success results from the right 
mental attitude that builds the right 
personal equipment and then uses it for 
adefinite success. 
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i Mental Attitude 
s Easily Capitalized 
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How to capitalize the right mental 
attitude was put into eleven words 
by Lord Beaverbrook when he said, 
“Nearly everything comes to the man 
who is always all there.” 

The right mental attitude must be 
backed with the knowledge and under- 
standing necessary in order to handle 
every angle that may come up in a life 
insurance presentation. 

It helps to capitalize the right mental 
attitude to realize what inability to get 
life insurance means to a business or 
professional man, helps to create the 
right mental attitude in the prospect. 

When the prospect sees what life in- 
surance will do for him and his family, 
as living creatures, then he gets a men- 
tal attitude that can be capitalized for 
his benefit and to the profit of the agent. 
To capitalize mental attitude it is neces- 
sary to be as serious minded toward 
your own beliefs upon which your men- 
tal attitude is founded, as was the lone 
little girl who took her umbrella when 
she went to a meeting to pray for rain. 

Mental attitude is contagious. At 
present, a play is running in New York 
City in which one of the actors took on 
the form and features and the mental 
attitude of a cast-off character with a 
cough. The cough had to be taken out 
of the act because it was so natural that 
a large part of the audience fell to 
coughing without knowing it. 


Many Obstacles Are 
Overcome by Attitude 


The right mental attitude can be capi- 
talized to overcome seasonal as well as 
other obstacles. In many sections of 
North America, July is the slump 
month. This year the New York Lifc 
determined to utilize mental attitude to 
Prevent the slump. The agency organ- 
ization was imbued with the idea that it 
could get near-normal results in July and 
each agent accepted a quota for the 
month. One thousand five hundred and 
sixty-seven of the agents filled their 
quotas so that the total insurance issued 
by the company in July reached the sum 
of $77,000,000—$10,000,000 better than 
July, 1920, the previous peak July. 

Phrases start trends of thought that 
control the mental attitude of prospects 
—such phrases as “your little daughter,” 
your little boy.” You can sort them 
out and use them as guide posts. 

' We can shut our eyes and minds to 
acts, but the facts live on and produce 
results that register as “failure” or “suc- 
cess." The rate book in the hands of a 
man is an opportunity and every time 

Od gives an opportunity, he balances it 
with an obligation. 
lif .You accept the opportunity to sell 
ro rien you accept the obligation 
wh th your best in every presentation, 
tele er as a full or a part-time agent 
a a thousand-dollar prospect or one 
limit needs more than the company’s 
nk your mental attitude is right you 
parti see anything but the needs of the 

rticular prospect and how life insur- 


ance can be made to serve him. And if 
your mental attitude is right and you are 
properly equipped to sell, each prospect 
will see through you a picture that will 
make right his mental attitude. 

He will see a plan that began in hu- 
man needs and has developed until now 
you represent one of the three greatest 
aggregations of capital in the world, 
capital that has been put in by men and 
whereby the vast sum insures the in- 
dividual plans of each policyholder. 





Some Suggestions on 


National Conventions 


OHN L. SHUFF of Cincinnati, home 
office manager of the Union Central 
Life and former president of the Na- 

tional Life Underwriters Association, 
gives his opinion as to the amount of 
entertainment at National conventions 
as follows: 

“In regard to the entertainment of 
the National Association conventions, I 
feel that some should be given but many 
times they try to overdo the same and 
don’t make good. The best entertain- 
ment that can be given is for the local 
association to have its agents present 
offering some personal courtesies. 

“T have been to some conventions, 
where they did not have 10 per cent of 
the local agents at the meetings during 
the entire convention. Some of those, 
who were there, were not available for 
service. I consider it a compliment for 
any city to have an opportunity to en- 
tertain this great body of real thinking 
men, who usually attend the convention. 


0. G. Wilson’s Comment 


O. G. Wilson of Des Moines, agency 
manager Bankers Life of lowa makes 
this comment: 

“Speaking of National conventions, 
hours for meetings, entertainments, etc., 
listen to this. Twenty-five hundred doc- 
tors from five states met in Des Moines, 
held sessions beginning at 7 o'clock in 
the morning, finishing up late at night. 
They did this for four days and the 
only entertainment was the final ban- 
quet which is usual with all conventions, 
IT have not sufficient courage even to 
suggest that underwriters meet at 7 
o’clock in the morning, I am merely 
telling you what some other people did. 
They had some of the best talent, not 
only in this country, but from Europe 
and Canada. One physician told me he 
got more out of these sessions than 
anything since graduating. The local 
association did not have to pay the ex- 
penses nor provide entertainment be- 
yond the usual arrangements for the 
banquet. It occurred to me that possi- 
bly the National Association might in- 
crease its popularity by paying its own 
way, the only burden to be imposed on 
the local association being that of mak- 
ing necessary arrangements.” 


Spence Agency’s Meeting 


* Forty-seven salesmen’ of the H. Wi- 
birt Spence agency of the Mutual Life 
of New York at Detroit met in Lansing 
last week at the regular monthly meet- 
ing of the state field men, to celebrate. 
the paying for on the annual basis of 
$10,000,000 in business for the ten 
months of the current year. In addi- 
tion to the representatives from Lansing, 
Grand Rapids, Jackson, Kalamazov, 
Saginaw, Traverse City and other 
points, ten of Mr. Spence’s organiza- 
tion attended from Detroit. Mr. Spence 
was present and had charge of the 
meeting. He was assisted by Marshall 
Butters, superintendent of agents at 
Detroit, and Al P. Hewitt, Mr. Spence’s 
representative in the state. 

Talks were given by Frank Beers, 
district manager at Grand Rapids; E. 
C. Seed. the Detroit office’s leading pro- 
ducer; Wallace Beden of Lansing; T. J. 
Titsworth of Pontiac, and P. E. Van- 
dermeade of Traverse City. 

Ten women agents were in attend 
ance. 


Harry 8. Cunningham, president of the 
Montana Life, was a speaker before the 
Anaconda Rotary Club at a recent meet- 
ing, talking on insurance, Americanism 





THIS YEAR 


New England Mutual Life Insurance Company 
of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Eightieth Business Year — 1923 








Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on yg of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 

















Northwestern National Life Insurance Company 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42%. 

Interest earned upon mean invested assets 6.15%,. 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Mis- 
souri, Kansas, Southern Obio and Virginia 











and the state of Montana. 











Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve Fife insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an eccasional 
slight decrease in schedule, has maintained an upward trend in its returns. 

In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 


has set aside for 1923 dividends to policyholders $32,432,439, equalling about M% 
amount of 1922 premium receipts. 


Fer terms to producing Agents address 


The Mutual Life Insurance Company 


of New York > 
34 Nassau Street, New York 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a_ General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Executive Offices Wichita, Kansas 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 











Nearly 1 44 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 

. Jan.1,1913  Jan.1,1918 Jan. 1, 1923 
Assets .......+++++-$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840 

Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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The Open Door to Satisfactory 
Reinsurance Service 
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LIFE COMPANIES TAKE 
UP HYDE’S CHALLENGE 


(CONTINUED FROM PAGE 1) 

what you now say you are going to do. 

It is manifest from the foregoing, 
from your published statements, from 
your acts and declarations to commit- 
tees of the legislature, and from the law 
itself, that your action in reference to 
the issuance of the said letter to the 
undersigned and their sub-agents is ar- 
bitrary, unlawful and oppressive, and 
you are aware that by reason of this, 
your illegal, arbitrary and oppressive 
act, you will entail upon the citizens of 
Missouri who have made their liveli- 
hood representing the undersigned com- 
panies, and who have spent a large por- 
tion of their lives in building up an 
efficient agency, a loss far in excess of 
the amount of your official bond. 


Cites Attack on Life Companies 


You say in your communication of 
Nov. 2: “An investigation by the Mis- 
souri insurance department discloses that 
the life insurance companies of Massa- 
chusetts do not’ comply with the laws 
of Missouri in reference to qualifica- 
tions of life insurance companies or- 
ganized under the laws of other states.” 

State, if you please, wherein the un- 
dersigned companies do not comply with 
the laws of Missouri in reference to 
qualifications of life insurance com- 
panies. Is it not a fact that the under- 
signed companies have for many years 
been licensed to do business in this 
state and that for a period of more than 
fifty years their statements have met 
with the approval of you and your pre- 
decessors in office, and that their agents 
have from time to time received their 
licenses, in which you solemnly declare 
that the undersigned companies have, in 
all respects, complied with the laws of 
Missouri? Why do you make this ser- 
ious charge, which affects our livelihood 
and the interests of the undersigned 
companies in so general a way? Why 
do you not, if you can, specify in what 
particular any of the undersigned com- 
panies have not complied with the laws 
of Missouri? 


Demand Recall of Letters 


You are aware that the undersigned 
companies have loaned millions of dol- 
lars of money to citizens of the state 
of Missouri and your proposed action 
may embarrass the companies at the 
time if any of these borrowers desire 
to renew their loans. 

In view of the foregoing, do you not 
believe that in conscience and morals, 
and in accordance with the law govern- 
ing your office, that it is your duty to 
immediately recall the letters you have 
sent to us and to all of our sub-agents? 
If you do conscientiously believe that 
you have the legal right and duty to 
issue such a letter, then will you forth- 
with enter your appearance in a suit 
that we will institute, requesting the 
court to issue a mandatory injunction, 
directing you to recall these letters and 
to enjoin you from refusing to issue a 
license to us on the grounds set out in 
your notice? We, perhaps, could have 
this matter set down for some day next 
week and we and the other citizens of 
Missouri who are interested in this mat- 
ter in a financial way, will know exactly 
what the status of the Massachusetts’ 
companies and their agents are and be 
governed accordingly. 

Will you favor us by giving us an 
immediate response to this letter? 


INSURANCE OFFICES 
*ARE' BEING BESIEGED 


(CONTINUED FROM PAGE 3) 
enthusiastic they can accomplish more 
in their personal rounds than can the so- 
called popular magazines. 

The most that the insurance compa- 
nies can hope to do is to break down 
the sales resistance. It is difficult for 
an insurance company to create a de- 
mand for its own goods as the insur- 
ance buying public as a rule patronizes 
an agent rather than a company. The 
insurance buyer has confidence in a man 
or a firm. He leaves it to the firm to 
select his insurance company. He puts 
his trust in that firm. Therefore it is 
difficult for a company itself to create 
in the public mind a demand for its 
particular policy. 

Undoubtedly the insurance companies 








are taking a bigger view on advertising 








and will do a certain amount of general 
advertising.- The printed word is eff. 
cacious. Advertising has great value. 
The insurance companies have not beep 
convinced yet that what they have to 
sell can be marketed through the papers 
successfully. The officials who havef |_— 
given the greatest thought to it believe 

that the public can be educated along A 
fundamental lines of insurance, no i! 
through essays, but by taking advantage ? 
of public psychology at times when the 

readers are in a receptive mood. How. 

ever, the general advertising practice 

can be overdone and companies will 

not be getting their money’s worth, N] 
The general advertising propaganda js [ine 
































being exploited by those primarily in. Jat 
terested in getting insurance money ber ¢ 
rather than by those in the business & said: 
who want to be “shown”. one ° 

— sale ¢ 
Company Pension Fund _ 


good 


Fails in the Emergency &°°. 


A striking example of the inadequacy — *"““ 
of corporation pension funds js migh 
shown in the case of the old age pension Why 
fund operated by Morris & Co., prior 
to its merger with Armotr & Co. Prior 
to the merger of these two big packing 
institutions, Morris & Co. operated af Canv 
pension fund for its employes, which Ou 
could not be continued after the consoli- 


frien 
tion? 


dation of the two companies. Several He 
insurance companies were importuned (im WOT 
to take over the pension fund which had that 
been created by the employes, but the sane 


reserve carried by the company was 
found to be inadequate. The Federal ae 
Union Life of Cincinnati, O., when had 
asked to reinsure the fund investigated acd 


and found that, even with a single pre- busy 
mium of $400,000, the fund was scarcely em 
30 percent adequate. The risk was nat- —— 

: , - expe! 
urally declined and it was decided to have 
liquidate and discontinue the fund as ente 
soon as the present funds were ex- BM coticj 
hausted which will be some time next B® went 
year. “You 

Some of the after effects of this de- B® aroue 
cision have been outlined in the editorial this 
column of the Cincinnati “Post,” which B% to fe: 
cited the case of two of the employes body 
of Morris & Co. One has been in the insur, 
employ of the company for 38 years, the are | 
other for 30 years, Both have contrib- else.” 
uted faithfully to the pension fund and show 
now, being unable to continue work, mutu 
should draw life pension for their old he hz 
age, but will be unable to do so under said: 
the present development. The Cincin- you ¢ 
nati “Post” comments in a strong way apolo 
on this, saying: “First, companies’ pet- to ta 
sion funds offer no security against old F 
age unless the funds paid in by the Ww. 
workers are placed with reliable insur- ‘ 
ance concerns under government super- ao % 
vision with guarantees that the omney the z 
will not be misplaced, as was the Mortis wouk 
fund money; second, company unions you | 
and company benefit plans are likely to $1000 
fail in protecting the workers unless the to ve 
workers themselves control and manage gethe 
it.” of y« 

death 
. wouk 
New Kansas License Blanks your 

Superintendent Baker of Kansas has to co 
adopted a new form for licenses “Ni 
agents for all companies operating ™ Th 


Kansas. For some years the companies 







have been required to make out the requ all of 
sitions for licenses for agents in triplicate wher 
and the blanks were printed every ye groce 
with the expiration date printed into other 
each one. The new form has only two Wite | 
sets, one the requisition and the other have 
the license. The final figure of the e& Oy 
piration date will be left blank and ca# to ca 
be inserted by typewriter when t Marg 
requisition and license is made ott “I 
Under the old system all blanks 10 replie 
used in one year had to be throw! “M 
away. This will not be necessary * your 
the same blank system will be co™ mi 
tinued and when one year expires th will f 
same blanks can be used for applic “Al 
tions the next year. The new forms too n 
will save the companies a great deal 0 Ni 
work and the department will be able not b 
to keep as good and as convenient ? Ne 
record of the agents licensed as here beni A 

a 


tofore. 
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f general 
d is effi. 5 
at value 
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have to 
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tho have |__— 
soon A h Th Ca B U d ° V ° a month home all the time?” Then go | going to ask you to face the situation 
nce, a pproac es at n S sea in ar1ious a -* in pnt — er that ped ~~ would face in Sees, os 
merely a question ©o Ow | your death. our connection with this 
omy Cases Suggested by ames Elton Bragg much a man is willing to cut down his | concern is worth something. The plans 
A Beal f Y <<. om expenses now to provide money for life | that you have made, the acquaintance 
of In Address Before New York Association | insurance, in order to, bring up the | that you have built up, the work that 
nies wil c e on which his depen- | you have done is all worth something 
s worth, N HIS address at the November meet- | case of your death? What is the small- dents will have t6 exist after he has |and this would be eliminated if you 
ganda is [ine of the New York Association, | est amount that you think she could passed on. : wl? & should die. If anybody would come to 
arily in. James Elton Bragg suggested a num- | face life with and live respectably, as k roger & ooh is this: “Do you | your concern and try to take that much 
» money {ME ber of approaches and sales talks. He | you would like to have her live. Per- | “20™ with scientific accuracy how much | money away from you, you would go 
business MM said: “Make every canvass pay you in | haps not as well as she lives now, but | ('¢ ‘surance you need? It is a fact | to court and fight for it and pay law- 
one way or another, Either make a|how much could she merely ‘get that you either have too much life in- | yers freely. Why not pay a little sum 
sale or get a prospect. When you have | by’ on?” ~~" in — case I would be very | to guarantee that in case of death such 
d found that you can not close a man, get The young man thought a moment | 8!ad to consult with you as to which | a situation will not be faced by your 
n him to admit that life insurance is a | and then said: “My wite has relatives policies you should drop, or else you | partner?” | pe : 
good thing. Say to him: ‘You dohope|in England and she would go back have too little life insurance and I And still another: “I feel disap- 
rZeNcyM some day that you can take this insur- | there. 1 believe she could ‘make the | might be able to show you where you | Pointed because the life insurance that 
adequacy fy ace, don’t you? You think it is a| grade’ on $50 a month in American | could use more insurance to your bene- tae | yy e not do oo you 
ee mighty fine proposition, don’t you? | money in that country. It wouldn't be | fit; or, third, you have just the right | °° h Ragen 1. *~°- te vay ag 
; penal Why not let me present this to some | much, but I think she could get along | amount of insurance, in which case you | |. - < oe ae - 3. — hae of 
‘0., prior friend of yours who needs the protec- | on that. have no need of my services further. OK athe og Sactend of dod i t It 
0. Prior mm "0?! oe you not suggest some | Shows That at Least “You have purchased life insurance | j, an old phrase but a good oy to fol- 
: Packing eee ics tehieiee $5,000 Would Be Needed ao pt pen poco rveens wp B ret low for the life insurance agent: Mas 
erated a anvass or : Ne " , o ‘ , i . ‘ ’ ” 
s, which Out in One Case , The agent said: “Now you know | fying all of these in one trust plan so ae jan i a a, After 
: consoli- . tees A = that the walking is not very that your insurance would be cen- he has agreed part by part to your en- 
Several He gave a sample of a canvass that | good between here and London. Do | ¢ratizeq?” tire proposition, accept his implied con- 
portuned fm Worked out in a certain case. He said | you think that $500 would be too much Then to the business man: “I am |! sent and make up his mind for him 
hich haj (mm that a certain agent had been sent by an | for you to provide for her to make the ; 
but them acquaintance to call on a young man, | trip to England? K Ci M c 500 B { 
ay we recently married. The approach was “No, it would not be too much.” ansas ity an overs uyers Oo 
Federd not very successful, The young man, Well, now that makes a total of ° aga? ele 
Federl fl ‘Sia Me Bragg, was one of those who | $2,000. ' How much do you think you! [ots in New Subdivision for a Total 
estigatel ne a tile and & thephons and was too peer Pg by —y See a order - 
usy to talk to life insurance agents. He , provide your wile wi is a mont f $900 000 | . M ¢ 
re was about 30 and making $75 or $80 a { income, which is the minimum she could Oo ’ nsurance, ore to ome 
was nat- week, He was living in the city and his | get along on? ANY agents are picking up more Here is the story of the way life in- 
cided @ expenses were large so that he did not The young man thought carefully and M 7 att ate © te 1p - , y 
have a great margin to spend for insur- | replied, “I hardly believe I could put or less life insurance business as | surance became a factor: 
fund af ance. The young man would give no | out more than $10 a month.” : coverage of mortgages on homes, George Hamilton Stone, manager of 
vere ¢X- IE satisfaction so the life insurance agent} “All right,” said the agent. “That | >°M™¢ Companies are handling a large | the real estate project for Mr. Sweeney, 
me next went away with this parting remark: | makes $120 a year and at your age that volume of this business, and it is obvi- | js a policyholder in the New England 
: “Young man, I did not come here to | will buy you a $5000 fife insurance pol- | S!Y evellante to many coleman, | Mutual Life. Mr. Richart, in the course 
this de B% argue with you or fight with you over | icy. The $2,000 will take care of the Just how easily this sort of business | of his personal contacts with his policy- 
editorial MMI this insurance proposition, but I want | immediate expenses that we have out- | C2" be built up, is known to the agents | holders, was calling on Mr. Stone; and 
,” which HH to leave this thought with you. Some- | lined here and there will be $3,000 left. of companies that have specialized in it. | in a friendly way discussing affairs. The 
smployes fH body is going to pay the cost of your | She can live for a period of five years It appears however, that in most in-| purpose to put the tract on the market 
nin the i} insurance, and I believe at present you | on $50 a month at that rate. You will stances, life insurance is sold to individ- | was mentioned. 
ears, the are leaving the burden on someone | have given her five years to get started uals to protect their estates to the “If you're going to do this in such a 
-contrib- else.” A few days later the young man | and adjusted to new conditions and get amounts of mortgages on their homes— big way, why don’t you inject the life 
und and showed up at his office and said their | some special training, ready to go to each deal being a separate transaction, insurance feature?” r, Richart asked. 
ie work, mutual acquaintance had told him that | work, That isn’t as much as you would of the agent with the property owner Mr. Stone didn’t catch the point. He 
their old he had sent the agent to see him. He | like to leave but it is a whole lot better and insured. wanted to “be shown”. Mr. Richart 
gee 7 1 ie eae Sere that I treated | than what you planned.” Agent’s Alertness Produced told him. He explained that term insur- 
: ; you as I did an ave come around t $900 ; i 
ong way apologize and tell you that I al like ety oe - Aa® Site Sasmsense ah. F ~ F..--— wil ‘a 
ies pee to take out a $1,000 policy.” aes Fred R. Richart, special agent with | on each lot sale contract, so that in case 
4 the Face Situation Wife PF Mr. ame 5 mee suggested a method Mal, Gontey & Mill, general agents of | the Tepeoe a die, Mr. ow 
[Won Have to Face TE ee ae a a oe ae eat taaty ih | ance, aod thy purchaser woul be le 
it pee , “I am mighty glad to hear that,” said —T something — this: “Mr. }| this kind gf insurance, however; and as | ing the ut = of ~~ 7 to his 
- 2 i¢ agent. “Won’t you si ? ones, I came in to ask you uestion, } a result of his alertness, produced around | estate. r, Stone saw the point at once, 
e Morris would like to ask oon this: What F.. Don’t answer if you pn h ‘on $900,000 of life Aeros hag pci ig and became enthusiastic ca it. By 
r unions you expect your wife to do with that | How many months out of each year individuals—not by calling on these 500 | this plan, the company would have an 
likely to $1000 in case something should happen | Would your present fife insurance give | individually, but by making his arrange- additional selling argument to present to 
Ss to you? Let us face the situation to- yous, spennen the things that you | ment with the real estate company that | the — Bye — Pra y the 
man gether, just as she would face it in case | WOU ike to have them have?” was selling a tract newly opened for | usual hesitancy because of fear of leav- 
of your death. Now in case of your This is apt to arouse curiosity and if | residence purposes. = ing obligations for heirs to meet. 
death one of the first things that she | it does the agent can goon: “You have Not only was the “deal” made with 
~ would have to take care of would be | $10,000 life insurance. How much of | the real estate company under which Tremendous Advantage 
your funeral. Would $500 be too much | a income do you think that your wife | the 500 were to be insured, but the com- in Financing Project 
isas has to cover that expense?” would have to have to get along on | pany actually handled practically all the 
enses ol “No”, said the young man. each year? Not less than $150 a month, | details of the aplications, to the point Another important phase developed in 
ating The agent wrote down $500. vou say? You have $10,000 life insur- | where medical examination became nec- the conversation, was the advantage to 
ym panies “Probably. the day after the funeral }| ance. Invested in the safe kind of | essary—and that detail was handled by | Mr. Sweeney in financing his project. 
ne requi all of your creditors, such as the stores | bonds that you would want your wife | Mr. Richart’s secretary. The insurance would be a tremendous 
triplicate where you have charge accounts, the | to have, if that were her only means of asset at the bank, since the hazard of 
ery yeat grocer, the dry goods store and all the | Support, this would bring an average All on Purchasers death by lot buyers, as a factor in pos- 
ted into others, will be on hand to tell your | Of 5 per cent, or about $500 a year. At of Lots in New Tract sible defaults in payment would be re- 
nly two wife that they would like very much to | $150 a month that is just a little more All these individual policies were on moved. 
re other have her pay up all your indebtedness. | than three months’ income each year. | lives of purchasers of lots in “Indian The company therefore made the ar- 
= = hg you think $500 would be too much You can readily see that you have Village”, a new residence district, the | Tangement with Mr. Richart for the 
=) Pi ielbeabesavenben (Ot id ot yd ee 
“ : selling the real estate, to cover the pur- 1 . € company was 
as <= =f. that would be about right,” | Nonth after your death or you will have wince gules in case of death of Settee provided with blanks on which lot buy- 
Plier young man. to fill in the gaps between the three and | sured. ers could apply for insurance, When a 
throm ver ts there be a new member of | One-half months and the twelve months The marketing of this tract is a big | man bought a lot, he made a down pay- 
oy : “Vea in — near future?” ‘s each year during which they will] real estate story in Kansas City, E. J, | ment of 10 per cent of the price, signed 
ires the will be” e€ young man, “there | have to meet expenses. Sweeney hed a form, just outside the p.seenmees Sar atte to poy Oe 
— “, ee ae a A : present built-up residence district, o : cr ar, an en 
— tint pen et Se agra. onl $500 ron meee Rng somewhat less than 400 acres, He de- signed the application for life insurance 
deal of “No,” said the you re of t at } a cided to plat and sell it for residences. for an amount to cover this unpaid bal- 
he able act ho aaron y ung man. “It would Another question which is a good | He sold $1,000,000 worth of lots in three | 4nce. The company then transmitted 
nient 3 “Now thee = 2 iii aes was suggested as follows: | months. Heavy advertising did most of these applications to Mr. Richart. 
bee very least tine — yon t -- is ber , —_ would you rather have for your | it; but the life insurance feature helped They came in bunches—sometimes as 
get along withoe prt 4 wife coul amily—a $150 apartment now and a | very materially, in more than one phase | many as 30 applications in a single day. 
y income in ! $25 apartment after a while, or a $100 | of the transactions. Mr. Richart’s secretary took these ap- 
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plications, called up the applicants, or 
wrote them letters, making arrange- 
ments for medical examination. When 
the examinations were made, the doctor 
filled out the rest of the necessary 
blanks, and sent them to Mr. Richart; 
whereupon the insurance was issued in 
due form. The interest was assigned to 
Mr. Sweeney. Mr. Sweney paid the 
premium, and received the policy. 

Mr. Richart had practically nothing to 
do with the handling of the business, 
after it had been got under way. 

But he did find some things to do. 
There were some customers buying lots 
who did not see the advantage of the 
life insurance. Some said they had 
enough insurance already. Mr. Richart 
interviewed some of these. His potent 
argument was that Mr. Sweeney was 
paying the premium, their estates would 
get the lots clear if they died, and why 
should they object? 


Encountered Many 
Interesting Incidents 


Mr. Richart encountered many inter- 
esting incidents in connection with this 
business. For instance, several of his 
prospects, whom he had never been able 
to get across, were found among the 
applicants for insurance under the real 
estate contracts. Then, very many of 
the applicants had previously been car- 
rying small amounts of insurance, and 
only now began to realize fully the pos- 
sibility that they, people of moderate 
means, might courageously expect to 
leave substantial estates through life in- 
surance, 

Some applicants failed to pass medical 
examination. They bought lots, but had 
to forego the life insurance feature. 


No Group Insurance 
Feature in Arrangement 


There was no group insurance feature 
in this incident. Each policy was ex- 
actly as for‘an individual unddr any other 
circumstances, each applicant was exam- 
ined in the regular way, the premium 
was the same as though a single individ- 
ual were taking the policy. 

The chief difference was that the real 
estate company was supplying the ap- 
plications, and collecting the premiums, 
without charge. 

The lots, as stated, were sold on a 
basis of 10 per cent down, 10 per cent a 
year for ten years. Not any interest 
was mentioned or figured to the cus- 
tomer, the contract thus being sim; 
plified. | 

The policies were five-year term, re+ 
newable and convertible. 

Mr. Richart of course has thus nearly 
500 prospects of a single class carrying 
his insurance—a wonderful prospect list. 
They are the better prospects, becausé¢ 





all who survive will have to decide 
whether to drop insurance, or continue 
it. They will be given the option of 
converting at higher premium on basis 
of a premium payable at age when five 
years or up, or of paying up the differ- 
ence in the reserve and getting at pre- 
mium cost of age when the real estate 
contract was made. 

Frospects will materialize sooner, in 
some cases, because of defaults, or sales 
of lots. One case of default has already 
developed, The outcome of it is amus- 
ing. The real estate manager notified 
Mr. Richart that a buyer had turned 
back his lot, and asked what the com- 
pany should do about the life insurance, 
the premium on which had been paid 
for one year. The premium could not 
be rebated, of course, and the policy 
canceled. Mr. Richart suggested that 
the company sell the buyer the policy, 
and this was done, the man thus contin- 
uing his insurance, payable to his estate. 


Many Prospects for 
Additional Insurance 


Another prospect for business for Mr. 
Richart, with these lot buyers, is for ad- 
ditional insurance, and especially for life 
insurance to protect the estate in the 
amount of liabilities on houses erected. 
These people are all educated now to 
the idea of leaving real estate clear td 
their estates and it is expected that they 
will very largely take life insurance on 
building mortgages, as now they have it 
on the lots. 

The benefit to Mr. Richart, to the gen- 
eral agency, the life insurance company 
and to life insurance in general did not 
stop with the business secured and the 
prospects thus lined up. 


Educates Public to 
Covering Home Obligations 


Perhaps the largest benefit, after all, 
was towards the education of the pub- 
lic in general to the idea of specifically 
covering obligations on homes. This 
end was accomplished most pointedly 
by the personal comments to friends 
by the buyers of the lots, who took 
such satisfaction in the prospect of 
leaving property unincumbered. Mr. 
Richart and the general agency, how- 
ever, pushed the opportunity farther, by 
using display space on suitable occa+ 
sions to exploit the advantage that 
every one of the time purchasers in In- 
dian Village had obtained by means of 
life insurance. For several weeks there 
was a double-page spread in newspa- 
pers, while the million dollars’ worth 
of lots was being sold. The supply peo 
ple and others interested in the Village 
paid for small spaces to advertise theif 
part. Mr. Richart used space in the 
double pages to tell this story of life 
insurance as protection for estates. | 
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To Men Who Will Recognize 


E are offering ex¢ellent territory surround- 
ing four Michigan'cities, on a liberal General 
Agent’s contract, to men who can qualify as 
Managers and organizers. 


The Ohio National Life Insurance Company 
The Company With A Big Sarplus 
CINCINNATI, OHIO 
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Liven Up For Christmas 


Put over a Christmas sales m 
ing Christmas cartoons. 
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OFFICES WILL NOT BE MOVED 


Cloverleaf Anticipates No Immediate 
Home Office Change With 
American Bankers 


The purchase of the American Bank- 
ers by the Cloverleaf Life & Casualty 
of Jacksonville, will have no imme- 
diate effect on the location or operations 
of either company. The officials of the 
two companies have announced that for 
the present the American Bankers will 
continue in its present home office head- 
quarters in Chicago and the Cloverleaf 
will continue in its new home office 
building at Jacksonville, Ill. The sec- 
ond section of the new building will be 
completed in December and occupied in 
January, at which time an agency con- 
vention and dedication ceremony will be 
held. The third section will be started 
in the spring. The American Bankers 
will devote its energies for the present 
to renewing its present business and 
seeking new business in Illinois only. 
It was writing in 22 states prior to ces- 
sation of operations, but for the present 
will resume activities in Illinois only, 
gradually spreading into the former ter- 
ritory. The American Bankers will be 
directed by C. A. Goodale, vice-presi- 
dent of the two companies, in the Chi- 
cago office and the life department of 
the Cloverleaf may be moved to Chi- 
cago under his direction, although this 
is not yet determined. Mr. Goodale is 
an experienced life executive, having 
been with the Missouri State Life, the 
Peninsular Guardian and Cloverleaf 
successively in an official capacity. F. 
Rowe is president of the two companies, 
Cloverleaf and American Bankers, un- 
der the new arrangements. 


Progress of Farmers Union 


The Farmers Union Mutual Life ot 
Des Moines, passed the first milestone 
of its career Oct. 17, this date being 
the first anniversary of the company’s 
license from the Iowa department. Re- 
viewing the initial year’s activities, offi- 
cials of the company are well pleased. 

“We have fallen only a trifle short of 
reaching the $3,000,000 mark in issued 
business our first year,” said O. A. Gilt- 
ner, supervisor of field work, “and have 
developed an agency force of sufficient 
size and ability to carry on even more 
successfully during our second year. All 
who are familiar with what it means to 
start a new company realize the numer- 
ous obstacles encountered, and we have 
had our share.” 

At the annual convention of the Iowa 
branch of the Farmers Union, held iu 
Des Moines in September, delegates 
voiced their unanimous approval of the 
life company’s progress and plans are 
in the making for increasing the com- 
pany’s scope. 


Penn Mutual’s Record Continues 


The Penn Mutual Life reports its ex- 
cellent record of production continuing, 
the October paid business showing an 
increase of $1,756,217, as compared with 
last year’s month. The October total 
this year is $13,281,922, compared with 
$11,525,705 in October, 1922. There 
were several days in October when over 
$1,000,000 in applications were turned 
in. The record for the ten months 
thus is $156,520,671 paid, compared with 
$125,601,650 in the same period of 1922, 
a gain of $30,919,021. That the business 
has generally improved is indicated in 
the reduced lapse total, lapses being 
$17,122,734, compared with $20,341,256 
in the same period last year. This is a 
decrease of $3,218,522. 


Luncheon to Contest Winners 


In celebration of the gratifying re- 
sults obtained in a six weeks tug of 
war contest, A. V. Woods, general agent 
at Los Angeles of the West Coast Life, 
was host at a luncheon to the members 
of his field force. The agency was di- 
vided into two teams, under the leader- 
ship of Captains Sam Dreben and Burt 
Orndoff. Capt. Dreben’s team was 





the winner and its members enjoyed 
elaborate feast, while the menu of f 
losers consisted of demitasse and toof 
picks. 

Vice-President Charles W. Hel 
was expected at the luncheon, from ft 
home office, but his trip to Los Ange 
was unavoidably postponed. In his 
sence, presentation of prizes to the 
ners was made by General Age 
Woods. The principal speaker 
George D. Thomas, agency supervis 
his subject being “Are you interest 
in your business?” 


Montreal University Arranges Co 


McGill University of Montreal, Quy 
announces the introduction of a co 
on life insurance as a definite part 
its curriculum. This will take eff 
with the term beginning January, 19 
and for.the present will be arrang 
more as an extension course for log 
life insurance men but later it is hog 
to make the course open to comme 
students. The life underwriters’ a 
ciations of the province of Quebec 
the city of Montreal have been larg 
responsible for the introduction of 
course, committees from these two 
sociations having made representati¢ 
to the university authorities. Plans f 
the course are now being completed 
the staff of the school of commerce 
the university with the cooperation 
George H. Harris, head of the edu 
tional department of the Sun Life 
Montreal. 


Dakota Life’s Nebraska Rally 


A group of 15 Nebraska district m 
agers of the Dakota Life gathered 
Omaha last week for a conference 
which life insurance salesmanship 
agency problems were _ discus 
George F. Sheldon of Watertown, 
D., field superintendent of the Dake 
Life, was in charge of the conferen 
J. Edward Kaufmann of Omaha, sti 
manager for the company, was in ch 
of local details and W. E. Bilheimer 
St. Louis, and sales manager of # 
Franklin Life in that city, directed ¢ 
selling discussions. Mr. Bilheimer 
gained a _ national reputation as 
speaker on life insurance salesman 
and has conducted several sales cg 
gresses on that subject. 


Combined Moonshine and Insu 


Conducting a moonshine business 
a “reserve” for the life insurance b 
ness appears to be reasonably pro 
able in Karisas until the law enfo 
ment officers take a hand. ; 
is the president of the Kansas Ben 
lent Society at Wichita. This 
society not licensed by the Kansas 
surance department. The state 
tried to put the company out of 
ness as unsound, but never met 
much success. 

The company collected $1 a m 
from its policyholders. They were 
examined and simply walked in 
paid the dollar and were given a pe 
which entitled their beneficiaries 
$400 at death and weekly indemm# 
for sickness or accident. 

But Burk is now under arrest 
three state warrants for selling 
in Wichita. The Kansas Benevé 
Society probably will go into the I 
of a receiver. 


Suit Charges Attack 


Charging that John J. Cornev@ 
agency director of the New York 
at St. Paul, went to Duluth and 
an attack on him in the office 8 
Alfred E. Watts, special agent at 
luth, has filed suit for $10,000 
the New York Life. 

Watts charges that the attack) 
made for the purpose of discow 
the men in the Duluth office from 
testing to the home office of the® 
pany against the use of part times 
there. A petition along that lime 
been prepared by a number of the 
time men i nthe Duluth office. 
is understood to have been a Ie 
the movement. 
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